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A new and improved Burns aluminum 

Live Wire Tension Screen with catch that locks 

tight and stay*® tight, plus greater adjustment 

area add to the many other advantage’ of BURNS 


Screens, for customer satisfaction 


1, EASY TO INSTALL! Installed in 5 minutes with 


ALUMINUM TENSION SCREENS a serovar and Pere 


2. SUPER TENSION! Tight os yo" please! 


Made 1 the South for southern homes, Burns 

Live Wire To Screen offer to dealers ® fast 3. EASY TO OPEN! A flip of a finger releases 

moving item that means easier turnovers at : 

greater profits catch and its open! 

« New, lo king type toP brackets hold tighter 4.NO RUST OR STAINS! Always bright 
under tensio® Will not come out when bot and new looking! 


tom is loos for window washing 
« Stronge! wider bottom bar gives 5, EASY TO STORE! For ynhampered winter 


area of adjustment of any view Individually packed Carton 
screen (over 1”) will not buckle serves a% convenient winter storage 


or bow under tension 


6. FULL MARK-UP! Full price mark-¥P 
and dealer protection mean more 


profits to dealers! 


DEALER AIDS! Attractive news 
paper mats and statement 
stuffers help increase traffic 


in your store! 
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Sales are simplified with Hawkins’ 
line of stock iron items. Prompt, ov Our 
service can be given with the assurance | at 
Hawkins iron products are easily installed on any 
house, It took years to build Hawkins’ ee 
tion for quality iron work. Let that'quality create 
greater customer satisfaction for you. 

Richly-decorative 
ORNAMENTAL IRON 


Hawkins handsome porch col 


umns, valances and brackets 





come in a variety of designs 
suitable for easy installation 


anywhere. Height is adjustable. 





Hawkins adjustable railings and Everyone wants this protection from telialiins 
for his wife and loved ones! Hawkins’ window 


els are well-designed, sturd fo. tht ie 
oo , ‘iy lled _ guards have many exclusive features: Re ee 
én 6asi insTaied, aiings wi 
ee ae i a , 1) Easily removable from the inside in case of fire, - 
it steps of any pitch. For econ 2) Quickly adjustable to any window width and installed 
omy jobs, stock Hawkins Thrift without screws in a few minutes. 


T-Rail. 3) Attractive in appearance with any style architecture, — 











* Fingertip action raises and lowers stair 

* Packaged ready to install—fits different 
openings 

* Precision built with steel hand rail, non-skid 
treads and other safety features. 

* Meets all FHA requirements. 


It's easy to order Hawkins Products, Too. 
Write for our New Catalog. 


; . BOX 670 
. "He co INC. 315 names FOURTH STREET 
o7 BIRMINGHAM, ALA, 


DISPLAY (a the way . Se 
bo sell today 
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These HARDWOOD PLYWOOD 
panels, both the beautiful 
native woods and the exotic 
foreign woods, are now available 
from Atlanta Oak's stocks: 


e White and Red Oak 

e Black Walnut ¢ Blond Limba 

e Red and White Birch 

e African Mahogany ¢ White Maple 
¢ Red Cherry ¢ Gaboon Mahogany 
e White Ash ¢ Natural Gum 


Cue 
Plywood Tree 


ae growing 


Yes, our “plywood tree” is growing... 
beautiful HARDWOOD PLYWOODS 
have been added to Atlanta Oak’s 


plywood line. 


The distinctive natural hues of 
HARDWOOD PLYWOOD offer designers, 
craftsmen and Do-It-Yourselfers a wealth 
of tone and color without the use of 


special stains, tints or finishes, 


HARDWOOD PLYWOOD, available in an 
easy-to-use form at moderate cost, 
finishes easily into a smooth, satiny luster 


and texture found only in genuine wood. 


In keeping with that touch of natural beauty 
so highly favored by today’s style trend, 
HARDWOOD PLYWOOD lends the 
warmth and beauty of natural wood 

to paneled walls, cabinets, furniture 


and fixtures. 


ATLANTA OAK FLOORING CO. 


General Offices and Plant e ATLANTA, GEORGIA 


CHATTANOOGA, TENN. ¢ CHARLOTTE, N. C. 


JACKSONVILLE, FLA. «© MIAMI, FLA. 
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double-hung of UCT a CCE 
louvre window 

sseniitiillen se FEATURES TENSION-| SCREEN en SCREEN 
screens t all 4 
: - ADJUSTABLE VES y 

UNG OF jerOUs TENSION 

, Toneleg does not ES ‘ 
’ depend on springs 

Built-in | eel — 

ee _ : al SELF-CENTERING 

—s emplate ‘ slide 
, P payee Ayng ~ | lid YES YES 


Assures fast, mistake 


installation. Scre« 


rectly centered at 


f 


Put up with only 


5 screws Pa j 
ov” 
The five screw 
screens wider than 
inserted in sec 
loose hardware 


rights. 


oy S 











There is never a 
rust OF Staining 
SION-tile screet 


made entirely of 


TENSION tite 


LE 


My 





TENSION-tite screens are superior 


















when opened 








sorromear | YES 


Center clip provided 


on all wide screens 


PRE-ATTACHED 

HARDWARE 

NO LEVERS 

Children play with | WES 
YES 


Nothing to lose 
quently snap them 
off 





No lefts or rights 
to instal 
FASTENS 

TO SILL 

No danger of split 
ting vertical blinc 
CAN BE PUT UP 
FROM OUTSIDE 


If upper sash is 
stuck of nailed 








YES 


YES} YES 


OY NS 


2 











wle exclusively of Aleoa and Reynolds aluminum 


IGER-LANG CO. 


t., Berkeley 10, Calif. + Suite 310, International Trade Mart, 


1, La. * Distributed in Southern California by TENSION.-tite 
Co., 6473 Beverly Boulevard, Los Angeles 48, California 
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Sunset View, a sub-division of 100 homes in Southwest St. Louis County, part 
of a 400-home McNeary development. 


COMPLETE WINDOW UNITS 


equipped with MONARCH METALANE WEATHERSTRIP 


“I’ve built over 200 houses using these window assemblies, and we’re going to 
start 242 more soon. If I tried to put all those frames and windows together, 
I'd need another half-dozen men. Then, maybe they wouldn’t be busy 100% of 
the time, but I'd still be paying them. And I figure I’d be paying for some mate- 
rial we wouldn’t use. Besides that, I don’t think the windows we’d make on the 
job would be near as well built. That’s why I use them; they make more money 
for me.” 


Millions of other projects on which Builder, Dealer and Jobber have profitably 
step in the tatorest of worked together, have proved that precision-built, ready-to-install Complete 
les and more economical . . “ete . 
building construction. Window Units benefit everyone:—they eliminate costly on-site assembly and 
prevent the waste of materials——handling cost is greatly reduced for the Dealer, 
and his inventory investment is kept at a minimum—and the Owner gets more 
for his money in sounder, more satisfactory construction. 


® Ask Your Sash & Door Jobber For Complete Details 


METAL WEATHERSTRIP CORPORATION 
6343 ETZEL AVE. + ST.LOUIS 14, MO. 
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association 


directoru... 


Associations serving Building Supply Dealers in 
Southern and Southwestern states—and served 
by SOUTHERN BUILDING SUPPLIES 





Alabama Building Material Exchange — 51/9 Stallings 
Building, Birmingham 3, Ala. Executive Secretary: Mrs 
Mary K. Harless. Tel. 7-3195. President: Peter Fyfe 
Birmingham, Ala 
Arkansas Association of Lumber Dealers —— 727 Pyramid 
Building, Little Rock, Ark. Secretary: E. DeMatt Hender 
son. Tel. 8283. President: Robert R. Stair, Little Rock 
Ark. 
Building Material Merchants of Georgia— |! 050 Ponce de 
Leon Avenue, N. E., Atlanta, Ga. Counselor: Joseph G 
Rowell. Tel. EM 5609. President: Allen Johnson Sr 
Albany, Ga 
Carolina Lumber and Building Supply Association — | | 4 
Builders Building, Charlotte, N. C. Secretary-Manager 
M. Garner. Tel. FRanklin 6-5541. President: W. M 
Spurrier, Charlotte, N. C. 
Florida Lumber and Millwork Association — 2218 Edge 
water Drive, P. O. Box 7125, Orlando, Fla. Secretary 
Treasurer: Mrs. Marie M. Bennett. Tel. 2-3761. Presi 
dent: Ray C. Tylander, West Palm Beach, Fia 
Kansas Lumbermen’s Association—Room 212, Farmers 
National Bank Building, Salina, Kan. Secretary: Marvin 
Von Fange. Tel. 4607. President: Henry C. Wildgen, 
Hoisington, Kas. 
Kentucky Retail Lumber Dealers Association —— Knott 
Building, Lebanon, Ky. Exec. Vice-President: Donald A 
Campbell. Tel. 74. President: H. L. Shannon, Henderson 
Louisiana Building Material Dealers Association — 528 
Florida Street, Baton Rouge, La. Exec. Vice-President 
R. Needham Ball. Tel. 2-4080. President: Shelby Hill, 
Monroe, La 
Lumbermen’s A iation of Texas — 304 First Federal 
Savings Bidg., Austin, Tex. Executive Vice-President: 
Gene Ebersole. Tel. PReston 9157. President: Harvy L 
Richards, New Braunfels, Tex. 
Middle Atlantic Lumbermen’s Association— | 528 Walnut 
Street, Room 1123, Philadelphia 2, Pa. Executive Direc 
tor: Robert A. Jones, Tel. PEnnypacker 5-5377. President 
W. R, Lamar, Washington, D. C 
Mississippi Retail Lumber Dealers Association — 607 
North State Street, P. O. Box 1968, Jackson 115, Miss 
Secretary-Treasurer: E. B. Lemmons. Tel. 3-2077. Presi- 
dent: Sam Simmons, Grenada, Miss. 
National Retail Lumber Dealers Association — 302 Ring 
Building, | 8th and M Streets, N. W., Washington 6, D. C 
Exegqutive Vice-President: H. R. Northup. Tel. NAtional 
6757. President: Watson Malone III, Philadelphia, Pa 
Oklahoma Lumbermen’s Association — 815 Leonhardt 
Building, Oklahoma City, Okla. Secretary-Manager 
W. M. Morgan. Tel.: 7-0338. President: Alfred L. Leon 
hardt, Oklahoma City, Okla. 
Sout’.western Lumbermen’s Association—5|2 R. A. Long 
Building, Kansas City 6, Mo. Secretary-Manager: G. Ken 
neth Milliken. Tel. Victor 2265-6. President: Sam M 
Arnold, Kirksville, Mo 
Tennessee Building Material Association—7 |! | Broadway, 
N. E., Knoxville 17, Tenn, Secretary-Manager: R 
Brownlee. Tel. 2-0185. President: Abner U. Taylor, Jack 
son, Tenn 
Virginia Building Material Association — 3305 Monu 
ment Avenue, Richmond 21, Va. Secretnry-Mana er 
Harris Mitchell. Tel. 6-1749. President: Forrest G. Brice, 
Ashland, Va. 
West Virginia Lumber cnd Builders Supply Dealers Associ- 
ation—P. O. Box 1589, Fairmont, W. Va. State Secreiury 
Sam H. Diemer. Tel. 364. President: George W. Kelly, 
Charleston, W. Va 

















When it’s from ROSBORO 
_ good lumber 


Among sawmill men it’s no secret 
that Rosboro Lumber Company 

has fine McKenzie River stands 

of old growth Douglas Fir and 
West Coast Hemlock, and a modern 
mill at Springfield, Oregon. And 
mong a growing number of retail 
lumber yard owners, it’s common 
knowledge that Rosboro mixed cars 
of kiln dried dimension and shed 
uppers builds repeat business... 
Fifteen years of quality production, 
honest prices and fair dealing is the 
Rosboro performance record, Plus a 
mill big enough to provide good 
issortments, yet small enough to be 
flexible in operation. Plus friendly, 
prompt, understanding service. 

We welcome your inquiries for prices, 
or for our new 16-page illustrated 
booklet, “This is Rosboro”’, 





osboro 


ROSBORO LUMBER CO. 


Springfield, Oregon 
HIGH QUALITY DOUGLAS FIR AND WEST COAST HEMLOCK 
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"GUERYTHING HINGES ON HACER /" 


PREE! it you enjoyed laughing at Herb Brammeier'’s mirth-making cartoon this 
month, send for Hager’s new book containing 28 full-size popular ‘Everything 
Hinges on Hager" cartoons! It's FREE! Just address 











C. Hager & Sons Hinge Mfg. Co. + 139 Victor Street + $f. Lowis 4, Mo. 
founded 1849 — Every Hager Hinge Swings on 100 Years of Experience 
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NEW! SHAKERTOWN | SHAKERTOWN PERMA-STAIN 
GLUMAC UNITS | SIDEWALLS ROOF SHINGLES 
Latest, greatest time-saver for |! Finest quality cedar shakes with ! Ideal for remodeling and mod- 
weathertight cedar shake side- deep-grooved surface. Factory. |! ernizing. Smooth-surfaced cedar 
walls. Save 2/3 on application | stained, machine brushed and | shingles, factory-stained with a 
costs. Each 16” x 46%" unitcon- | squared for uniform color and | balanced blending of finest oils 
sists of Shakertown factory-stain- | weather-resistance. Packed one | and pigments. In twelve colors; 
ed shakes bonded to asphalt-im- | square per carton; 12 decorator- | packed four cartons per square 
pregnated backer board. Only 22 | some aot ok to blend perfectly | at standard roof exposure. High 
units cover 100 sq. ft. at 14” ex- | on new homes or remodeling. | weather protection, extra insula- 
posure. Packed ! America’s most imitated side- |! tion and lasting economy. 

11 units per pe wall material. : 
carton, in | ; 
12 preferred 
colors. | 

| 

| 











| 

! 

: | 

| 

; | 

‘ 

: ! | JIFFY CORNERS 

i | | Eliminate lacing, jointing, time- 
i FOR SHINGLES : 7 wasting fitting — with lifetime, 
j ; metal corners made expressly to 
Has balanced capacity to pene- | , protect cedar shake corners. Con- 
a trate for preservation and cover cealed spring clip at base holds 
for protection against exposure. corner tight against shakes 
H Especially formulated for Pre-drilled nail holes. 
shingles and shakes, Stain-receptive surface, 
1 twelve colors. Packed one gross 


per carton. 






FIRST NAME IN CEDAR SHAKES 


} THE PERMA PRODUCTS COMPANY 
CLEVELAND 27, OHIO 


| Call these leading Distributors for prompt, dependable service 








ALA., Birmingham: Southern Chicago: Chicago & Kiver- Grand Rapids: vane & N. CAR., Raleigh: Southern 
States Iron Roofing ©o.; Roe dale Linbr. Quiney: Mid- Retting Company Lansing dtu te oting Co ue 
buck Lumber Co. Sheffield: Producta Co Springfield Schultz, Snyder & Steele mington cher Bidrs. Sup 
Southern Sash Sales BHM Bidg. Mtls MINN... Duluth, Marshall onto Alliance: Clem Lmbr 
iE ARIZ., Phoenix: Malico IND., Evansville: Indiana Wells Co. 6¢. Paul: Lampert 0. Cincinnati: Acme Hush 
4) Distributors Whists, Ft. Wayne, indian. [mdr Co. Marshall Wells Co & | Cleveland: leserve 
apolis: inland Distrib Marien, MO., Cape Girardeau: Cape Linb t ner Supply 
CALIF., Montebello: Struc- Lafayette: Kagie Lumber Supply Co. Kansas City Columbus ner-Donavin 
} tural Mtls. Co Oakland: irs Se. Bend: Inland Dis- Timberline, Inc. St. Lewis fg. Dayten: Gem City Plan- 
¥ L. K. Bishop & Co, San Dlege: trib, Bob Kans Whis. Terre Laumberyard Supply Co “m. time: Ragle Linbr. Dire TEXAS, Austin: Caleaniou 
t rican Product Palme Mt 
i American Products Haute: Wabash Valley Lmbe meny., Billings: Marshall f~ ve “, Morten Linbr Dettes: urria Bide Mel 
; COLO., Denver: Denver apids, Daven- wy Toled ik-Hankine. Ine, Meusten: Bhakertown Distrib 
i Wood Products Co apie, Moines, NEGR.,Omaha Joyce Whis.Co Siticon ~ Whis, Hupply Ft. Werth: Central Bidg Prod 


Wace Woodrow Colley Lam 
ber & Supply Co 





ee: Tip Top Distributing W. ¥., Binghamton: Northrup OKLA., Tulse: Tulsa Paciie 
CONN., Hartford: Sondik & ( Qubuque: A. Y MeDonald Sup. Corp. Broma: July Whole ber Co, Oktahe- 











Co. New Haven: National ( Oehriein. I rr) . Ga 
Bidrs. Supplies. Stamford, Mig. Co Hiekevilte “ett oy ma City: Sooner Sash & Door UT AS, Sate nate City; Gen 
Plainville: Igoe Brothers, Inc KANS,. Wichita: Walling Brothers: Butfate: McLean 4a Este 1S ee ve VA.. Artin “ee Dealers W 
* ~ a eteth ive 0 7) vr 7 are 
DELA., Bridgevilie: J. A Sash & Door Company 'j~— oy Fw) & Pittshurgh: Wm.T. LeagettCo, house Supe wtemeuth City 
Porter Libr KY., Loulsvilie: Southern Sechowey, Jamaten t id Primes: rexel Heating Co Supply Co. Riehmend: South 
' FLA., Jacksonville: Southern States Iron Roofing Co H. Verby Co. Mineota, L.1. Fears: Nee taes = orn Hantes = foo a “ 
Hi si ‘ oofing ¢ Reserve Si Mai — oy n Hoot. & Pape. wiva.: Pe 
vl tates Iron Roofing Co $A, Mow Grtoane Gouthern — Beltpoint —_.° en, R.1.,£. Providence: Head & Co, gale Distr Wheetae Building 
a os. Attente, Sevennem: selaer: Mohawk Bidg. Mtls $. CAR., Columbia: Southern Products Supply Co., Ine 
iy yuthern States Iron Roof, Co $9O.. Baltimore Dealers * Rechester: Harding Sup, Co state nooung ©0 ,, WISC., Green Bay: Lumber 
i ILL., Blue Istand: Iiliana Whae arebouse Supply Co Utica, Norfolk; Kobt. H. §. DAK, Rapid City: Knecht’s [irs Supply. LeCresse: Grimin 
4 Danville: Fagie Lanbr. Dirs MASS., Worcester: Read&Co, Maver, Ine sane mupysy Whis Me ae MeKeon 
1] Franklin Park: Reserve Sup- N.J., Hawthorne, Neptune, TENN Whis, Mi ukee: Lumber 
fe ply Coop, Cor mp MICH., Bay City: KE. Newark, Washington: Igoe Henne Dirs. ery Shebey an Fats 
if ibertyville: Woolf Distr. Co Anderson. Detroit, astern Brothers. Trenton: Central Nashville ates tron Valls Dire. Bupply ausau 
i Pearia: Lumberyard Suppliers. Michigan Distrib, Tappan Bros, Jers Whis K Wausau Supply Co 
rf, 
Hi 
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- COMPLETE 
STOCKS 





FINEST 
PLYWOODS 


GREATER 

---rely on KOCHTON PLYWOOD 
for all your plywood needs in 
large or small quantities 


ECONOMY 













We can ship immediately from any one of our 14 conveniently located Complete Stocks of HARDWOOD PLYWOODS; FIR PLY- 
KOCHTON warehouses. Also, our huge purchasing power enables us WOODS; ALL SPECIES OF DOORS IN HOLLOW AND 
to buy at the lowest market price; in turn we pass these savings on to SOLID CORE; CUPBOARD DOORSTOCK; HARDBOARDS, 
you in lower prices, We can supply what you need, when you need TEMPERED AND UNTEMPERED; PERFORATED HARD- 
it and still save you money. Remember that KOCHTON products are BOARDS; NEVAMAR PLASTIC LAMINATES; REGLUING 
“as near as your telephone”! STOCK; PLY-VENEER; HOMASOTE PRODUCTS 








write immediately to be included on our mailing list. 

Specializing in direct 
mill shipments by 

L.C.L. or C.L. 






@ Fort Worth, Texas 
WAREHOUSES Vinewood 2878 


== Indianapolis, Indiana @ South Bend, Indiana 
Melrose 6-3485 Phon@7-7715 
Minneapolis, Minnesota@ Los Angeles, California 


“al 
— Granville 2444 Raymond 3-3651 


w 

e 

@ Milwaukee, Wisconsin @ Columbus, Onio 
Orchard 2-6730 Klondike 3507 

@ Detroit, Michigan @ Saginaw, Michigan 

N i Tyler 8-2000 Phone 3-5493 

@ Decatur, Illinois @ Grand Rapids, Michigan 
Phone 3-9741 Glendale 6-5466 

@ Cincinnati, Ohio @ Green Bay, Wisconsin 
Capital 1259 Hemlock 2-4879 


PLYWOOD avo VENEER CO. INC. GENERAL OFFICES & WAREHOUSE 


Phone Taylor 9-0800, 509 W. Roosevelt Road, Chicago 7, lilinois 
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3. The New Guide for Home Decora- 
tion. Showing latest Decor-matic 
Colors. Easy to choose, easy to use 

. a wide variety of modern deco- 
rator-approved color schemes. The 
Decor-matic Dial makes it simple to 
find matching, contrasting or com- 
plementary colors in flat semi-gloss 
or gloss enamels for walls and trim. 
The Peaslee-Gaulbert Paint & Var- 
nish Company, Louisville, Ky. 


13. Sash Balance. New Pullman Pig- 
my sash balance, the “world’s small- 
est and lightest weight true counter 
balance,” is described in a new cata- 
log sheet. Installation of balance, 
which fits into sash itself, is ex- 
plained. The Pullman Manufacturing 
Corporation, 325 Hollenbeck Street, 
Rochester 5, N. Y. 


15. Plastic Tileboard. New color chart 
shows three patterns and 10 colors of 
AFCO Prefinished Wallpanels. An- 
other booklet pictures various metal 
trims and mouldings. A new “How 
to Install” booklet, as well as a con- 
sumer product folder is also avail- 
able. e A&F Tileboard Co., Inc., 
Box 4085, Alexandria, La. 


19. Metal Moldings. A 20-page il- 
lustrated catalog shows the many 
types of Premier aluminum and 
stainless steel] moldings and trims. It 
gives their uses, application, and di- 
mensions. A price list is included. 
Metal Trims, Inc., P. O. Box 1072, 
Youngstown, Ohio. 


23. Heatilator Fireplaces. Illustrated 
booklet gives complete information 
on famous Heatilator unit. Describes 
the many advantages of the steel fire- 
place form including smokeless op- 
eration, heat circulating feature. 
Builders are assured of perfect op- 
eration—never plagued with com- 


laints. In many areas Heatilator 

ireplace is the only source of heat 
needed in the home. Heatilator, Inc., 
Syracuse, N. Y 


29. Awning Windows. Illustrated 
Catalog No. 102 gives size schedule, 
specifications and construction de 
tails on Gate City Wood Awning 
Windows. Complete dealer informa 
tion is available on request. Write 
the Gate City Sash & Door Co., P.O 
Box 901, Fort Lauderdale, Fla 


47. Flexboard. A new handbook con 
tains complete information about cut- 
ting and working asbestos Flexboard 
for all indoor and outdoor applica 
tions. Johns-Manville Corporation 
Box 290, New York 16, N. Y. 


55. Wallboards. Samples and descrip 
tive literature available on Plaster 
on Duo-Tone and Perfect-O-Cell 
bre wall boards, along with Lock 
aire decorative and sheathing insula 
tion boards. The Plastergon Wall 
pore Philadelphia Ave., Buffalo 


63. Home Insulation. A new 16-page 
catalog tells the story of Insulite in 
sulating wool batts, blankets, and 
pouring wool, made of Fiberglas. Ap 
plication instructions and specifica 
tions are included. Insulite, 500 Ba 
ker Arcade Building, Minneapolis 2 
Minn, 


65. Rock Wool Insulation. Folder 
lists types and sizes of rockwool! in- 
sulation products with application 
instructions. “K” factors and “U” 
values are given with diagrams of 
typical construction, with and with 
out insulation. The National Gypsum 
~~ Delaware Ave., Buffalo 2 
a 2 





SOUTHERN BUILDING SUPPLIES 
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Atlanta 5, Go. 
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Please send me the bulletins and catalogs indicated. 


(Print Plainly) 
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Company anaes 
Address___ o 
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book 
ucts in 
home. 
detail 
of application. For selec- 
bution to farm building or 
The Celotex 


85. Farm Book. New 16- 

showing uses of Celotex p 

service buildings and the 
Fully illustrated. Includes 
drawin 
tive d 
remodeling pr ’ 
Corp. 120 S. LaSalle St., Chicago 3, 


87. Outdoor laces. A wide va- 
riety of outdoor laces and grilles 
with descriptions and directions for 


building them are contained in the 
attractive booklet, “Donley Outdoor 
Fireplaces.” It gives selling points of 


Donley fireplace forms. Copy 


requested on company letterhead. 
ny, 13905 


The Donley Brothers Compa 
Miles Avenue, Cleveland, Ohio. 


95. Paint Thinner. Tandrotine 
pleasant - smelling, 
thinner—is descri 


for cleaning brushes, removing paint 
and grease, dissolving wax, po 

household uses. urpentine 
Rosin Factors, Inc., Savannah, Ga. 


107. Red Cedar Shingles. A 100-page 
handbook describes proper saethele 


of applying Certigrade shingles on 
roofs and exterior walls. This illus- 
trated “shingle encyclopedia” is de- 
ealers, architects, and 
builders. The Red Cedar Shingle Bu- 
reau, 5510 White Building, Seattle 1, 


signed for 


Wash. 


117. Southern Pine Lumber and Oak 
Flooring. Write for complete infor- 
mation on prices, quantity and qual- 

plar, red cedar 
.D, Pine Flooring. 


ity. Also, yellow 
closet lining and 


(Continued on page 11) 





Circle numbers below. Bulletins and catalogs 
will be mailed promptly. 





3 13 15 9 23 
29 47 55 63 65 
85 87 % 107 117 

14) 143 161 163 165 
201 203 229 233 239 
263 265 275 277 279 
285 287 289 291 293 
297 299 301 303 305 
307 
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dina new two 
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Douglas I'L PLYWOOD ASSOCIATION 


1119 A Street, Tacoma 2, Washington 


An Open Letter to Lumber Dealers: 


First, I want you to know fir plywood manufacturers have the 
biggest backlog of orders in history...over 525,000,000 feet at 
the moment this letter was written. 


Second, jobber stocks are very low, due largely to the long 
strike last summer. Plants must have 60 to 90 days to ship 
on new orders. 


Third, we foresee another boom construction year in 1955 
with over 1,200,000 housing starts. And more and more plywood 
goes into every house. 


In view of these circumstances, I highly recommend that you 
place your orders now for your spring fir plywood needs. This year 
if you delay ordering, I’m afraid you will lose business two or 
three months hence because you don’t have plywood. 


As a matter of fact it would be wise, in my opinion, to stocl 
50% to 100% more fir plywood this spring than you normally do. 


This is especially true in 1955...the 50th anniversary of fir 
plywood. You will see the greatest fir plywood consumer advertising 
program ever in this Golden Jubilee Year to bring more buyers 
into our yards. 





As always, these sales—building plywood campaigns will tell 
consumers and contractors over and over: "See Your Lumber Dealer!" 





This is the best advice I oan offer you based on the facts as I 
see them. And remember...you can’t do business from an empty wagon 


Sincerely yours, 





HELPING 
AMERICA BUILD 


aren | 
1m INDUSTRY Om FARMS 












W. E. DIFFORD 
Managing Director 


JANUARY, 1955 . . . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 











JANUART, 170... 


W. J. Word Lumber Co., Scottsboro, 
Alabama. 


141. Steel Casement Windows. Folder 
102s with illustrations, details, dia- 
he and sizes describes Hope’s 
esidence (Holford) Casements and 
Picture Windows, Hope’s Basement 
and Utility Windows are Hope’s type 
“H” Standard Doors. Hope’s Win- 
dows, Inc., Jamestown, N. Y. 


143. “How-ell-dor” Sectional Doors. 
Attractive new 8-page catalog illus- 
trates and describes styles and sizes 
of “How-ell-dor” sectional uplift 
residential and commercial garage 
doors. Technical data also supplied 
for “How-ell-dor” accessories and 
electric operators. The Howell Mfg. 
Co., 7206 Hasbrook Ave., Philadel- 
phia 11, Pa. 


161. Ready-Trimmed Window Units. 
Outside-inside trimmed Fenestra res- 
idence steel casement units are 
covered in 4-page folder, RE-23. 
Includes table of casement types and 
sizes, installation details and infor- 
mation on hardware, inside screens 
and inside storm sash. Detroit Steel 
te a Co., 3227 Griffin, Detroit 11, 
ich. 


163. Perimeter Heating. Informative 
folder describes correct method of 
laying clay pipe for warm air heating 
ducts. Gives sizes and specifications 
of pipe required as well as plan for 
mode] system. To obtain, write: W. S. 
Dickey Clay Mfg. Co., 922 Walnut 
Street, Kansas City 6, Missouri. 


165. Window Sash Balance. Catalog 
pages describe spiral balance in 
detail and list correct balance for 
various size and weight windows. 
Caldwell Manufacturing Co.; Dept. 
CLP, world’s only manufacturer of 
both tape and spiral balances, 63 
Commercial St., Rochester 14, N. Y. 


201. Laminated Panels. Novoply, an 
unusually stable, mosaic-textured all 
wood panel of many uses, and Plank-~ 
weld, prefinished hardwood piywood 
panels edge-grooved for easy wall 
installation, are described in two 
folders issued by United States Ply- 
woes aia 55 West 44th St., N. Y. 
36, N. Y. 


203 Fiber Glass Insulation. A new 
booklet, “Fiberglas Insulations for 
Light Construction,” includes design 
and application data on Fiberglas 
roll blankets, batt blankets, pouring 
wool, perimeter insulation, and util- 
ity batts. It also gives information 
on condensation, ventilation, and 
other insulation design considera- 
tions. Owens~-Corning Fiberglas 
Corp., Toledo 1, Ohio. 


229. Awning Windows, Storage Cab- 
inets. Two new booklets in full color 
and illustrated throughout describe 
these pages en | Bilt-Well Products. 
Sketches and P otos show Awning 
Windows flexibility and chdracter- 
istic features for beauty and ease of 
operation. Bilt-Well Cabinets are at- 
tractively presented for use through- 
out the home. Carr, Adams & Collier 
Co., Dubuque, Iowa. 


233. Western Pines Home Interiors. 
24-page booklet with eight full-color 
pages shows interiors of all rooms 
finished in knotty and clear paneling 
of Western Pine. Western Pine As- 
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sociation, Yeon Building, Portland 
4, Oregon. 


239. Aluminum Tension Screens. A 
descriptive catalog sheet and an en- 
velope-size folder tell how new 
Burns screens offer the advantages 
of both aluminum and tension-type 
design. Sketches show how easily 
the screens are installed, stored, and 
how they maintain tension through 
the years. Burns Manufacturing Co., 
Louisville, Ga. 


263. Latex Wall Finish. Colorful! 
booklet on custom color service from 
a basic white stock at point of sale 
Color service involves no extra cost 
to dealer or customer. Patterned 
after Seidlitz’s patented Multitint 
process for marketing a full color 
range in eleven oil base products 
with no color investment. Seidlitz 
Paint & Varnish Co., P. O. Box 37, 
Kansas City 10, Mo. 


265. North Idaho Spruce. Illustrated 
literature, specifications and finish 
ing instructions for North Idaho 
Engelmann Spruce, the scientifically 
kiln-dried improved spruce that 
makes an ideal wood for interiors, 
furniture, cabinets and exteriors 
Pack River Sales Co., P. O. Box 64, 
Spokane, Wash. 


275. Preservative for Wood. Colorfu! 
booklet is actually manufacturers’ 
section of Sweet’s Catalog — Light 
Construction File. Directions for ap 
plying by brush, spray, or dipping 
lumber is covered thoroughly, and 
recommendations for the use of a 
reservative on “Danger Spots” will 
Se helpful to dealers, builders and 
architects. The Coppo Company, Inc., 
2342 So. Lauderdale, Memphis, Tenn 


277. Colonial Corner Cabinets. Bro 
chure and prices on the thoroughbred 
line of eorner cabinets. Authentic 
Colonial reproductions in a wide 
range of styles and sizes plus the 
new Gregg Westchester designed for 
ranch homes. Gregg & Son, Inc., 
Framingham, Mass. 


279. Built-Ins With Plywood. Out- 
standing designs for plywood built-in 
features from Special Awards Com 
petition of “Better Living Home’”’ 
house design contest are featured in 
the booklet “A Portfolio of Archi 
tectural Designs for Plywood Built 
Ins.” Available from Douglas Fir 
Plywood Association, Tacoma 2, 
Washington. 


285. Panel Windows. A new folder 
shows models and sizes of Nationa! 
Woodworks panel windows. Unit di 
mensions for rough wall cpepings 
are given for group, single, and rib 
bon units. National Woodworks, Box 
5416, Birmingham 7, Ala. 


287. Rosboro Lumber. “The Story of 
Rosboro” is a new booklet that tells 
the history and aims of this produce: 
of Western woods. Photographs show 
logging operations, aerial view of 
the plant, and other steps involved 
in producing Rosboro kiln-dried 
lumber. Rosboro Lumber Co., Spring 
field, Ore. 


289. Folding Doors. A new presenta 
tion booklet covers advantages of 
an advertising material for Veni 
flex folding doors. Color chips show 
finishes available. A chart lists price 
and shipping weight for variou 
models and sizes, Consolidated Gen 





eral Products, Inc., Dept. SBS, P. O. 
Box 7425, Houston 8, Tex. 

291. “America’s Finest” Doors. A free 
descriptive folder outlining the ad- 
vantages of the Paine REZO hollow 
core flush door, which is available 
in any ty of wood and can be 
custom-built to fulfill any decorative 
design imaginable for either interior 
or exterior use. Paine Lumber Co., 
Ltd., P. O. Box 360, Oshkosh, Wis. 
293. Precast Stone. “Heather Stone 
Makes A Home Out of Your House” 
is a new salesman’s manual that 
helps teach how to sell precast stone 
jobs. It tells what the — is, 
what it does. A colorful consumer 
folder, showing interior and exterior 
Heather Stone applications, also is 
offered. Southern Heather Stone 
Sales a 1417 Liberty St., N.E., 
Winston-Salem, N. C, 

297. Wood Preservative. Celcure 
processed lumber and wood preserv- 
ative are the subject of a brochure 
and three pare “Processed 
Lumber,” “Here’s an Easy Way to 
Make Lumber Last Years Longer,” 
and “How to Build a Long Life 
Fence at Low Cost.” American Cel- 
cure Wood Preserving Corp., 1074 
East 8th Street, Jacksonville, Fla. 


299. SSIRCO Building Products. Illus- 
trated literature, newspaper adver- 
tising mats, instruction sheets, and 
price lists are available on roofing, 
siding, plywood, wallboard, insula- 
tion, garage doors, and screening. 
Advertising Department, Southern 
States Iron Roofing Co., P. O, Box 
1159, Savannah, Ga. 


301. Aluminum Siding. Complete 
data on permanent siding for all 
types of buildings is available in the 
new Lifetime Aluminum Weather- 
board Specification Manual and Ap- 
plication Instructions, Lifetime In 
dustries, Inc., 629 Bergman Avenue, 
Louisville 3, Kentucky. 


305. Metal Lath, Accessories. Catalog 
shows photographs and gives descrip- 
tions Alabama metal lath and ac- 
cessories, Two other brochures are 
offered to dealers—one giving spec- 
ifications on hollow wall steel studs 
and the other on casing beads. Ala- 
bama Metal Lath Co., Inc., P. O 
Box 992, Birmingham, Ala. 


303. Wood Preserving Process. TaCo 
Wood and the new process by which 
it is preserved is explained in a deal- 
er folder. Actual photographs of 
TaConized and non-preserved wood 
are shown for comparison, Longleaf 
Lumber Co., Inc., 1094 Huff Road 
N. W., Atlanta, Ga 


307. Clear Wood Preservative. New 
brochure explains how Coppo zinc 
naphthenate and copper naphthenate 
wood preservatives are brushed, 
sprayed, or applied by dipping to 
make wood last longer. It is used on 
the job to protect outside door 
frames, stairs, cellar doors, exposed 
rafter ends, and a long list of other 
“danger spots.” Catalog and price 
heet also offered. The Coppo Co,, 
Ine., 2342 S, Lauderdale, Memphis, 
Tenn 
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PALCO 


Architectural 
()uality 
Redwood 





COMBINES DECORATIVE VERSATILITY WITH FUNCTIONAL EXCELLENCE 
in exterior or interior design 










As a trim or basic structural element, Palco Architectural Quality PALCO Redwood is tops 
Redwood combines the inherent elements of good design flexibility in ALL these qualities 
with practical functional requirements. Richness of color and 
grain contrast or compliment a galaxy of tones in companion 
materials and landscapes, Or it will take and hold paints and other W Low Swelling and Shrinkage 
finishes beautifully. Dimensional stability, ageless defiance of weather 
and deterioration, and ease of workability make it suitable for 
almost every structural application. The controlled uniform 

quality of Palco Architectural Quality Redwood offers an added 
premium in value — at no extra cost. For the finest in 

decorative versatility and functional excellence, specify 

Palco Architectural Quality Redwood, 






Y High Dimensional Stability 

















¥ Finest Paint Retention 






¥ Greatest Durability 






YW Good Workability 


¥ Glue-holding Ability 






THE PACIFIC LUMBER COMPANY 


The best in Redwood —Since 1869 
Mills at Scotia, California 
100 Bush St., San Francisco 4 + 35 East Wacker Drive, Chicago 1 + 2185 Huntington Drive, San Marino 9, Calif. 


MEMBER OF CALIFORNIA REDWOQOD ASSOCIATION 
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THE AMERICAN PEOPLE in 1955 will have the 
opportunity to try again what many have craved 
for at least a decade, if not two. That is for private 
enterprise to undertake a maximum amount of the 
production and financing of commodities and con- 
struction. 

Government is pulling out of private business 
in more and more fields. The military has already 
stopped sawmilling, and hopes soon to get out of 
ice-making, cement-making, tire-retreading, and 
shoe repairing. It also may stop baking, making 
clothes and paint, roasting coffee, baling scrap, 
and operating movies. Uncle Sam can get these 
services cheaper from private firms. 

“Fannie Mae”—the newly-rechartered Fed- 
eral National Mortgage Assn.—this month is 
going to sell $500 million in notes to private 
investors. Fully taxable, the notes will not be 
guaranteed by the U. S. Government. How- 
ever, the Treasury will lend FNMA any 
money needed to pay them off. The Housing 
Act of 1954 requires this agency to finance 
its secondary mortgage-financing operations 
through private funds to the greatest extent. 
Another straw in the “freer economic winds” 

is the gradual return by the government to private 
utility financing and operation. On President Eis- 
enhower’s personal orders, TVA officials are cook- 
ing up a scheme for building more power plants 
without obtaining the funds from Congress. The 
controversial Dixon-Yates contract to furnish 
AEC electric power is another phase of this 
“emancipation of private enterprise.” 


A NEW WAY TO GIVE LUMBER DEALERS 
valuable knowledge and training in the more eco- 
nomical specification and efficient use of lumber 
and wood products has been proven at the U. 8S. 
Forest Products Laboratory in Madison, Wis. Six- 
teen Wisconsin dealers recently completed a four- 
day course at the laboratory which was arranged 
and sponsored by the Wisco Hardware Co., a deal- 
er-owned wholesaler of building materials in five 
midwestern states. 

This novel course consisted of laboratory 
work and lectures on the structure and prop- 
erties of wood; seasoning and handling of 
lumber products; preservation and painting 
of wood; manufacturing and grading prac- 
tices, and current construction problems. 

One dealer testified that laboratory staff mem- 
bers presented even the most complicated subjects 
so they were easily understood. Another dealer 
said that, although he had previously studied 
forest products technology at an industrial insti- 
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tute, this FPL course helped to understand prob- 
lems that had not been made clear to him before. 


IS HARDBOARD A WOOD OR PAPER PROD- 
UCT? This versatile material is now classified for 
tariff purposes as a paper product. But the Hard- 
board Assn. maintains it is a wood product and 
consequently should be so classified, If hardboard 
is reclassified as a wood product it would become 
subject to higher import tariffs, and thereby 
lessen the competition of foreign shipments. 

Incidentally, the hardboard industry’s present- 
day growth began on leftovers from sawmills and 
plywood plants. The hardboard output—from 12 
“true hardboard” plants—last year shot above the 
billion-foot mark. 


WHEN SECRETARY OF LABOR MITCHELL 
recently expressed opposition to state “right to 
work” laws at a union convention, he confronted 
American people with a serious challenge to their 
liberties. The National Assn. of Manufacturers 
quickly challenged the propriety and ethics of 
Mitchell’s position in an “Industry’s View” bulle- 
tin entitled “Do We Have the Right to Work?” 

NAM’S new president, Henry G. Riter III, who 
is working president of Thomas A. Edison, Inc., 
hit at the heart of the issue when he explained: 

“There is nothing more important to an in- 
dividual than earning a living. When a man’s 
opportunity to earn that living is abridged by 
compulsory unionism, he is deprived of one of 
his most basic and vital human rights. There 

is no other area of American life in which a 

citizen is denied freedom of choice.” 


ANOTHER WAY THE EISENHOWER AD- 
MINISTRATION is restoring Federal government 
to its proven practical functions is the return of 
“grass roots” authority and direction of programs 
and services to field personnel. To improve effi- 
ciency, promote economy and public convenience, 
and achieve closer program coordination, the field 
office operations of the Housing and Home Finance 
Agency recently were reorganized. 

In the regional HHFA set-up, Maryland, 
Delaware, the District of Columbia, West Vir- 
ginia, and Virginia will be served from the 
Region I! office at Philadelphia. From Region 
Ill headquarters in Atlanta, the states of 
Kentucky, Tennessee, North Carolina, South 
Carolina, Georgia, Alabama, Mississippi, and 
Florida will be served. Kansas, Missouri, Ar- 
kansas, Louisiana, Oklahoma, and Texas will 
look to the Region V office at Fort Worth for 
guidance, direction, and aid. 
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“This isn’t 
a brittle cut,”” 


says RAYMOND J. McGRATH, 
owner South Oak Park Hardware, 
South Oak Park, Ill. 


Mr. McGrath had just finished test-cutting four well-known 
brands of single-strength window glass. These brands were identified 
only by letters--A, B, C and D. He didn’t know which was which 
until after he’d picked the one that was easiest to cut. 

He picked brand “C” every time—and “tC” was L:O'] 
Twenty-eight out of thirty dealers who took this test picked L’O'F 
said Mr. McGrath 


and the glass breaks quicker and 


“L-O'F glass feels softer to the cutter,” 
The cutter runs free and easy 
easier, without any chips.” 

L°O°F Window Glass is easiest to cut into big pieces or little 
pieces. It’s easiest to cut into angled or curved pieces. You can 
even cut off narrow strips with a light, easy stroke. 

L:O°F cuts easiest because it is annealed more slowly, more 
patiently. That makes it less brittle and more ‘‘even”’ in structure 
so it’s a safer buy for your customers, too. 


| 
I 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
. 


TRY THE 
‘“‘BLINDFOLD TEST’ 
YOURSELF! 


Cut L-O-F first, last or in-between 
the other brands. Run any kind 
of cut you want. You'll see why 
you have fewer bad cuts, less 
waste and more profit with 
L-O-F, 

Call your nearest L-O-F Dis- 
tributor. These local businessmen 
are listed under “Glass” in the 
yellow pages of phone books in 
many principal cities. And send 
for your free booklet—'‘For 
Greater Profits in Window Glass”. 
Write Libbey-Owens-Ford 
Glass Co., 608 Madison Ave., 
Toledo 3, Ohio. 


LIBBEY: OWENS-FORD the easy-to-cut WINDOW GLASS 
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LE YJalco 


JALOUSIES 


















































Here’s a winner! Ualco’s converted 
the jalousie for all-climate, all-weather 
use by using Koroseal to insure weather- 
tight closure. Now—this unique win- 
dow style can be installed satisfactorily 
in all climates! Now—no matter what 
your location, you can build sales with 
this popular new window! 

SELL THE JALOUSIE THAT’S FULL 
OF SUPERIOR FEATURES — 
UALCO WINDOWS ARE UNCONDITIONALLY 


GUARANTEED AGAINST DEFECTIVE 
MATERIALS AND WORKMANSHIP 


SOUTHERN SASH SALES 


MAIL THIS COUPON Now | 


F222 eS Oeaeoeneaeae® 





SOUTHERN SASH SALES & SUPPLY CO 


G'8 Twentieth Street, Sheffield, Alabama 


ntilemen Dept ses 
Please rush technical data and prices 








NAME ~ j 
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Southern States Pace 
Population, Business Rise 


Rapid growth of Southern and 
Southwestern states in the last five 
years in both population and num- 
ber of businesses points to continued 
high building activity in this sunny 
region, 

During the past five years, accord- 
ing to a Kiplinger study reported in 
the December 24 Kiplinger Wash- 
ington Letter, the national average 
growth in population was 6%. The 
growth in number of businesses was 
4%. 

Individual Southern and South- 
western states fared thus: 

Alabama-——businesses up 15%, 

Delaware—population up 14%, 

Florida—population up 26%; busi- 
nesses, 23%, 

Georgia—businesses up 18%. 

Kansas—businesses up 11%. 

Louisiana — population up 9%; 
businesses, 18%, 

Maryland — population up 9%; 
businesses, 13%, 

Missouri—businesses up 7%. 

Oklahoma—businesses up 10%. 

South Carolina — businesses up 
13%. 

Texas—-population up 9%; busi- 
nesses, 13%. 

Virginia—population up 6%; busi- 
nesses, 8%. 

D. C.—population up 7%; busi- 
nesses, 5%. 

The depression dearth of babies in 
the 30's has cut back the number of 
marriages and young folks available 
for jobs for several years. The wave 
of births since the war will produce 
a tide of marriages in the early 60's. 

As families continue to have extra 
children, the need for new and 
larger houses increases. It also in- 
creases the markets for home im- 
provements and additions. As other 
houses get older and people enjoy 
high income, older houses will be re- 
modeled and further expand the re- 
pair and improvement market. 


Biggest Building Year 
Forecast by All 


Contrary to the situation a year 
ago when most economists and in- 
dustry spokesmen forecast a drop in 
business conditions and construction, 
the outlook for this year is seen as 
better by all guessers. 

Johns-Manville’s Harold R. Berlin 
predicts that “money spent for new 
construction and modernization in 
1955 may reach an all-time record of 
$60 billion, surpassing 1954's record 
of $54 billion.” He anticipates mod- 
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ernization rising to $20 billion and 
private residential new construction 
reaching $15 billion. 

Summarizing the 1955 construction 
outlook for the U. S. Chamber of 
Commerce, Armstrong Cork’s Walter 
E. Hoadley Jr., of the subcommittee 
on construction statistics, stated that 
“practically every type of construc- 
tion will advance, and every element 
of the construction industry will 
share in the continued expansion. 
... The prospective total (might go) 
as high as $60 billion.” 

R. G. Hughes, president of the 
National Assn. of Home Builders, 
predicted in mid-December that the 
industry would provide 1,200,000 
families new housing in 1954. He 
forecast “construction of perhaps as 
many as 1,400,000 housing units in 
1955, barring a major reversal of to- 
day’s economic conditions.” The 
official Federal agencies’ forecast for 
1955 is 1,300,000 non-farm housing 
starts—approaching the 1950 all-time 
record of 1,396,000. 

Hughes pointed out that a major 
problem facing the homebuilding in- 
dustry in 1955 is the provision of 
good housing for minorities (Ne- 
groes, Japanese, etc.) Builders have 
been unable to obtain the financing 
needed to accomplish this objective. 
He sees some relief from the special 
assistance by FNMA in _ buying 
mortgages on minority housing, plus 
the uncovering of private funds for 
such by the Voluntary Home Credit 
Mortgage Committee. 


More Material Sales 
Anticipated by Makers 


For all the construction and mod- 
ernization in prospect, manufacturers 
of building materials are highly op- 
timistic of providing the necessary 
materials. The U. S. Departments of 
Commerce and Labor anticipate a 
general shortage only in supplies of 
portiand cement, due to extensive 
highway and institutional construc- 
tion along with the homebuilding 
boom. 

However, increasing use of certain 
other materials in building, includ- 
ing gypsum board, insulating board, 
and some grades and sizes of lumber, 
could find 1955 experiencing fairly 
extensive local shortages of these 
materials. 

The year-end reports of various 
material producers and industries 
include these forecasts: 

Southern pine lumber — “In an- 
ticipation of its own role in this con- 
struction boom, the industry is plan- 
ning to step up production in the 
12 states to over eight billion board 
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feet —- several percentage points 
higher than the 1954 figure.” 

Oak flooring — the 1954 output 
was expected to surpass by 50 billion 
board feet the 1950 all-time record of 
1,025,762,000 feet. Demand is ex- 
pected this year to approximate or 
surpass the 1954 record. 

Combination windows — largest 
producer estimates that 1955 con- 
sumer sales will rise $20 million 
from 1954 to $370 million, surpassing 
volumes of all other home improve- 
ment products, including air-condi- 
tioners, oil burners, venetian blinds. 

Aluminum building products — 
head of major aluminum nail firm 
reports that “sales passed the $500,- 
000,000 mark in 1954 for first time 
and 1955 should see sales climb to 
$600,000,000 or better” among boom- 
ing aluminum items—nails, building 
corners, roofing, siding, complete 
structures, 

Translucent fiber-glass panels — 
pioneer maker foresees sales rise 
from 30 million square feet in 1954 
to 50 million in ’55. 


Firm Lumber Prices and 
Supplies to Continue 


With an early rise in the wage 
scale of workers on the West Coast 
inevitable, due to the strong demand 
for construction lumber, recent rises 
in prices appear likely to hold 
through the spring building season. 
Unseasonal mild weather permitted 
homebuilding in many areas to con- 
tinue into the winter and respond to 
consumer acceptance of the easier 
mortgage terms, 

The fact-finding committee ap- 
pointed by the Washington and 
Oregon governors have recommend- 
ed an increase of 7.5 cents an hour 
in lumber workers’ wage scale. This 
would bring the floor up to that 
already paid by Weyerhaeuser of 
$1.93 an hour. It would be effective 
January 1 and good through April, 
1956, if management and unions ac- 
cept the recommendation. 

The National Lumber Trade Ba- 
rometer before the holidays showed 
lumber mills across the nation pro- 
ducing 104% of the ’53 output, with 
shipments up 14%, and orders up 
20%. Southern pine paced the other 
species. Production was up 9%; ship- 
ments, 28%, orders 35%. 

The National Lumber Manu- 
facturers Assn. has launched a com- 
prehensive survey to develop rec- 
ommendations for producers and 
distributors to improve their market 
position in the building material 
field. 























Cost-conscious builders and do-it- 
yourself homeowners are your two 
big screen markets, And Columbia- 
matic Tension Screens give you a 
genuine opportunity to sell both 
markets more easily, more profitably. 


You sell frameless Columbia-matics 
with a minimum inventory . . . eight 
conveniently located factory branches 
provide prompt, fast delivery on all 
standard Columbia-matic sizes, and any 
special-order size. You stock only 
what you need—yet sell a complete line. 

Patented automatic tension... 
durable all-aluminum construction... 
absolute insect protection. . . . These 
are some of the features that make every 
builder and homeowner a buyer when 
you feature full-profit Columbia-matics. 





Gel your homeowners [ 
40 


These are the 
‘) Columbia-matic features 


) lS 
fee they go for: 


; 

( aM w aes 

1 2 
Patented Automatic Tension—Patented spring- 
loaded bottom rail automatically puts right amount of 
tension on screening. Full-length screening can’t sag or 
ripple . . . holds drum-tight to blind stops at all times 
for complete insect protection, 


Save time — Easy to put up aiid take down from in- 
side. Anyone can do it in seconds, 


Save work—-No more struggling with clumsy rigid 
frames or ladders. Flexible Columbia-matics have top 
and bottom rails only. Roll up for compact storage. 


Save money —Columbia-matics cost no more than 
ordinary screens. Rustproof aluminum needs no paint- 
ing, maintenance. No drip-stains on house. 


Ask your distributor for Columbia-matics 
or mail the coupon now 


JANUARY, 1955 


_ wm 


Ask for the self-selling 


demonstrator 


2 SM your builders! 
O 





Show them how Columbia-matics 


CLA * 5 * 

AAA 
Easily installed by unskilled labor 
no templa 


No fitting —‘ 


spec ilical 


only 7 screws, 


lumbia-matics are pre-cut to your 


perfect fit is assured, 


No painting — Columbia-matics are all-aluminum. 


No callbacks 


warp.. 


Columbia-matics can't swell, stick, 


lrip-stain house siding 


Ine,., Dept, SH-1, Syracuse 2, N. ¥ 
case send me complete information 


Columbia-matic Tension Screens, 
Name 
Store Nan 
Addres 


Zone _ State 
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i 
' 
i 
' 
' 
' 
' 
' 
i 
' 
' 
' 
i 
' 
' 
' 
' 

4 


17 





“Financial Security 


Is Based On Savings...” 


ARTHUR B. HOMER 


President 


Bethlehem Steel Corporation 






*,,. and the purchase of U.S. Savings Bonds through the 


Payroll Savings Plan is one of the easiest ways for any 


individual to save for economic security.” 


If you agree with Mr. Homer that “. .. the Payroll Sav- 
ings Plan is one of the easiest ways to save for economic 
. *” 
security, — 
If you believe with millions of other Americans that 


there is no safer investment than U.S. Savings Bonds— 


Why not take a really personal interest in your em- 


ployees and your Payroll Savings Plan? 


Pick up the phone, now, and ask the man in charge 
of your Payroll Savings Plan three questions: 
e How many of your employees are enrolled in 
the Payroll Savings Plan? 
@ What is the percentage of employee participa- 


tion? 


e When did your company last conduct a person- 


lo-person canvass? 


If less than 50% of your employees are enrolled in the 
Plan... if you have not conducted a person-to-person 
canvass in the past two years (or if you do not have the 
Plan), act now! Telephone, wire or write to Savings 
Bonds Division, U.S. Treasury Department, Washing- 
ton, D. C. You will hear promptly from your State 
Director, U.S. Treasury Department who will be glad 
to help you conduct a person-to-person canvass that 
will put an application blank in the hands of every 
employee. That is all you have to do. Your employees 
will do the rest. They want to save for their economic 


security. 


The United States Government does not pay for this advertising. The Treasury Department 


thanks, for their patriotic donation, the Advertising Council and 
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Second Building Products Exposition 
Set for Cleveland in October by NRLDA 


A SECOND ANNUAL Building 
Products Exposition will be held at 
the Public Auditorium in Cleveland, 
Ohio, October 11-16, under the aus- 
pices of the National Retail Lumber 
Dealers Assn. Merged with it will be 
the 75th annual convention of the 
Ohio Assn. of Retail Lumber Dealers. 

According to NRLDA President 
Watson Malone III, of Philadelphia, 
the pattern for the 1955 exposition 
will be the same as that for the 1954 
show in New York City — the ex- 
hibits will be open to both lumber 
dealers and the general public, and 
will include several management 
clinics, demonstrations, and other 
features for dealers. 

The annual meeting of the NRLDA 
board of directors will be held in 
Cleveland prior to the opening of the 
exposition, instead of in New Orleans 
as previously planned, Malone said. 

“The main objectives of the ex- 
position will be to persuade the pub- 
lic to see their local lumber dealer 
whenever they plan to build or mod- 
ernize, and to guide dealers in im- 
proving their customer services and 


Do-It-Yourself Week 


Hardware retailers, lumber deal- 
ers, hobby shops, and department 
stores will be pleased to hear of 
plans to sponsor the first “National 
Do-It-Yourself Week” by the Hobby 
Guild of America, as part of the 
20th annual observance of National 
Hobby Month next April. 

National Do-It-Yourself Week will 
be held April 16-23. It is aimed at 
increasing the interest of all home- 
owners in making their own repairs 
and creating their own handicrafts 
for self-satisfaction and increased 
efficiency. 

The slogan for the week will be 
“Home Handicrafts Build Self-Es 
teem.” The over-all National Hobby 
Month slogan is “Hobbies Tighten 
The Family Circle.” 

Manufacturers of all kinds of Do 
It-Yourself equipment, including 
tools, work-benches, power equip- 


merchandising techniques,” he said 

Centrally located in downtow 
Cleveland, close to all major hot 
and transportation, the Public Aud 
torium contains space for more thar 
300 product exhibits. It also contair 
many meeting rooms ideal for dealer 
clinics. Cleveland hotels have agreed 
to reserve rooms for 6,000 out-of 
town dealers for the Building Prod 
ucts Exposition. 

Consumer magazines whose mod¢ 
rooms contributed so greatly to the 
enormous publicity resulting fro 
the 1954 exposition in New York v 
be invited to participate again 
Cleveland. Manufacturers wil! 
urged to design their exhibit 
show dealers how they can displa 
their products’ end use in store 

Since many Ohio dealers attended 
the New York exposition, and 
the Ohio association convention 
recent years have been attended | 
nearly 4,000 dealers and suppliers, at 
tendance at the second annual NRLDA 
Building Products Exposition is ex 
pected to greatly exceed that at t! 
first one in New York last Octobs 


; 


ment, wallpaper, tile, paint, fabri 
photography, and allied product 
annually join the guild in its eff 
to broaden and improve the Do-It 
Yourself market 


“How to Do It’’ Theme 
of Homebuilder Show 


Some 20,000 persons will hamn 
away at the “how to do it bett 
theme—as applied to both bui 
and selling—at the National A: 
Home Builder’s convention in ‘ 
cago, January 16-20. 

In a “how to do it circus,” expe 
will combine theory and practi 
they explain and demonstrate | 
materials and methods, Subject 
include proper application t 
niques for all types of flooring; 
stallations; methods of protect 
plumbing fixtures during const 
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tion; correct installation of window 
and door frames in tilt-up construc 
tion; and uses and correct nailing 
techniques for new, extra-thick in- 
ulation board, 

On hand to acquaint builders with 
new and improved products and 
methods will be more than 3,000 
manufacturer’s representatives, who 
will man 544 exhibit spaces in the 
Conrad Hilton and Sherman Hotels, 
This huge show will be a showcase 
of the industry for 53 product 
classifications, including air-condi- 
tioning, structural materials, doors, 
electrical equipment, heating and 
entiiating equipment, flooring, 
hardware, insulation, paints, power 
tools, roofing, windows, and dozens 
of other products. 

Merchandising subjects for dis 
ussion include market analysis, pub 
lic relations, prefabrication profits, 
trade-in houses, use of color in 
homes, and the importance of good 
design as a sales feature. 


Mortgage Credit Offices 
Open for Regions IV, V 


The Region IV Committee of the 
Voluntary Home Mortgage Credit 
Program began operations on Mon 
day, December 13, with the opening 
of its office in Washington, D. C. 

This region covers the states of 
Virginia, Maryland, West Virginia, 
and the District of Columbia 

The office, in Room 638, Lafayette 
Building, 811 Vermont Avenue, 
N. W., will be manned by Fred 
B. Morrison, executive secretary, and 
H. Colin Haines, deputy executive 
ecretary, 

The Region V VHMCP office for 
North and South Carolina was to 
open on January 3 in Charlotte, 





Classified News 


For more industry news, classified for 
easy reference, turn to these pages 
Manufacturers’ News page 47; 
Strictly Wholesale — page 52; Dealer 
News -— page 67. Always turn to 
SOUTHERN BUILDING SUPPLIES for 
news and ideas that can help you 
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N. C., at 123 North Poplar Street. 
Olin P, Wearn is the executive secre- 
tary. Charlotte’s E. L. Vinson is com- 
mittee chairman for region V 

The purpose of the Voluntary 
Home Mortgage Credit Program is 
to assist prospective home buyers or 
builders in obtaining FHA-insured or 
VA-guaranteed mortgage financing 
by facilitating the flow of mortgage 
money from areas or regions where 
it is plentiful to areas where it is 
scarce, The program is also designed 
to help members of minority groups. 

A person wishing to finance the 
purchase or construction of a home 
in a designated area must first seek 
a loan from at least two lenders in 
his locality, Similarily, a member of 
a minority group, regardless of where 
he lives, must follow the same pro 
cedure, If unsuccessful, he may then 
apply to the Voluntary Home Mort- 
gage Credit Program for assistance. 

He will do that by filling out and 
filing with his regional VHMCP com 
mittee an application form, He may 
obtain this form from the VHMCP 
regional office, the nearest FHA field 
office, or VA loan guarantee offices. 


Researcher Tells Why 
People Like Red Cedar 


A growing desire by Americans for 
more individuality provides a great 
opportunity for the homebuilding in- 
dustry particularly for manufac- 
turers of materials having warmth 
and personality such as red cedar 
shingles and shakes, asserted Dr. 
Ernest Dichter, president of the In- 
stitute for Research in Mass Motiva- 
tions, at the 38th annual convention 
of the Red Cedar Shingle Bureau in 
Seattle last month. 

“The consumer wants to feel that 
what he has purchased is individual, 
personal, and something to be proud 
of,” Dr, Dichter said. “This is the 
source of the Do-It-Yourself trend, 
which is not just a fad but the be- 
ginning of a clear expression of this 
desire for individuality. We see the 
same desire expressing itself in the 
increasing demand for individuality 
in house construction, whether the 
builder is engaged in a single dwell- 
ing or a huge development.” 

Pioneer in the use of psychological 
research in marketing and advertis- 
ing, Dr. Dichter was reporting on a 
study which his institute recently 
completed for the shingle producing 
group. This is believed to be the first 
psychological research study under- 
taken in the forest industries. 

“What we are facing,” Dichter said, 
“is that Americans will not just be 
satisfied with a pushbutton, Buck 
Rogers world, They want more than 
that from the great industrial ma 
chine they have built. They want 
warmth, naturalness, beauty, and the 
feeling of persona! identification. 
They expect their civilization to pro- 
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duce not just a multitude of things 
but a general feeling of belonging- 
ness — and at a price which every- 
one can afford. 

“Where do red cedar shingles fit 
into this picture? 

“Well, we know from our studies 
that everyone loves red cedar wood. 
It creates the feeling of warmth and 
naturalness that Americans crave — 
it has individuality. People feel they 
want it. What is the obstacle? We 
must combine these important emo- 
tional appeals with still one other. 
The consumer must be convinced 
that it is also practical. 

“He must be convinced that, be- 
cause he is building for his own fu- 
ture, if there is a slight additional 
cost involved in using red cedar 
shingles, it is well worth it. It will 
help him attain his individuality and 
thus fulfill a basic emotional need, 
When we have conveyed to him 
that red cedar shingles are practi 
cal in this sense, we will be assured 
an ever increasing market for red 
cedar shingles and shakes.” 

The meeting was attended by 
shingle manufacturers from Wash- 
ington, Oregon, and British Colum- 
bia. Elected president of the Bureau 
for 1955 was H, V. Whittall, well- 
known Vancouver, B. C., shingle pro- 
ducer, He succeeds Earl S. Wasser, 
Portland, Ore. The new bureau vice- 
president is R. D. Mackie, Aberdeen, 
Washington, Virgil G. Peterson, 
Seattle, was re-elected bureau secre- 
tary-manager. 


New DOG Chapters Cover 
Accessories, Remodeling 


“Metal Accessories” and “How to 
Operate A Home Improvement Serv- 
ice” are the subjects covered in the 
two latest Dealer Operating Guide 
chapters issued by the National Re- 
tail Lumber Dealers Assn. 

“Metal Accessories” cover such 
items as plastering accessories, ma- 
sonry accessories, chimney and fire 
place accessories, flashing, and mis- 
cellaneous. 

The home improvement service 
guide tells how to set up the service; 
tips on providing estimates, plans, 
financing, labor sources, and possible 
inspection of the job; how to obtain 
personnel for this service. It points 
out that “if the customers’ needs are 
to be taken care of promptly, the 
dealer needs to have on call an 
ample list of reliable contractors o1 
skilled workers .. .” 

It tells how to promote a home 
improvement service and suggests 
ways to develop leads. 


Florida Craftsman Show 


The 50th annual Florida State Fair 
and Gasparilla celebration, to be held 
in Tampa, February 5-19, will fea- 
ture a Home Craftsman Show for 
the first time. 

Nearly 150 booths are available 


CERTIGROOVE 
CEDAR SHAKES 





“CERTIGROOVE” ASSURES GROOVED SHAKE QUALITY 


The Certigrade label, symbol of quality in the red cedar shingle family for the 
last 23 years, has a new brother—the Certigroove label. Certigroove is the result 
of a new program of grade-marking, inspection, and quality certification for 
machine-grooved cedar shakes and rebutted-rejointed shingles, developed by 
members of the Red Cedar Shingle Bureau. Certigroove shakes will be 100 per 
cent clear, 100 per cent heartwood, and 100 per cent edge-grain. Holding the 
jumbo label are Virgil Peterson, left, and Earl 8. Wasser. Peterson is manager 
of the Red Cedar Shingle Bureau. Wasser is immediate past-president. 


SOUTHERN BUILDING SUPPLIES for JANUARY, 1955 























Give Your Customers the Facts 
hit me aeh es @xaeict, pmmcT-) ia 1 4d: | 
Steel Roofing Will Sell Itself 








IVIL EIU Gite) lelitailoly ee = (och Tight gives his build 
ing the protection of a 
solid sheet of steel. Come high winds or slashing rains, a Lock-Tight Roof 


is secure. The sheets of stee! lock together and form a water-tight barrier 
of galvanized stee! 


| CAN'T LEAK | All nails are covered on the Lock-Tight Roof. 
Noils are driven through a special nailing 

flange, not through the crimp. When the next sheet locks into place, all 

nails are completely covered. There's no way water can get through, 


EASY TO APPLY Your customer will find it quick and easy 
to put up. Lock-Tight comes in standard 














lengths, each sheet covering o width of 23 inches. Once applied, it’s 
there to stay. There’s no such thing as patching or re-nailing loose sheets, 
What is more durable than galvanized 
stee!? Through years of trouble-free service 

your customer will have no repairs or maintenance worries. And his valu- 
able property will be completely protected from wind and rain damage, 
good to look at as it is 

strong and secure. Precision-cut sheets fit uniformly, and the clean lines 
of the rounded crimps create a distinctively handsome appearance. If a 
colored roof is desired k-Tight Steel Roofing can be painted after it 


has weathered a few 


For all the fast-selling facts on the easiest selling metal roof on the market, contact us now! 


southern states iron roofing company 


@ Savannah, Go. 











@ Lovisville, Ky. e Jacksonville, Fla. @ Memphis, Tenr @ Birminghom, Ala. 
@ Nashville, Tenn. e Atlanta, Ga. @ New Orleans, le @ Raleigh, N.C. 
«@ Tampa, Flo, @ Richmond, Va. e Miami, Fla e@ Columbia, $. C 
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to exhibitors, The event attracts well 
over 1,000,000 people each year. At 
one end of the exhibit space is a 
stage where exhibitors will demon- 
strate their products “in action” at 
various times during the show. 


“Steel Hour’ Honored 


The “United States Steel Hour,” 
the “live” TV program on alternate 
Tuesdays at 8:30 CST over the ABC 
network, has been named “best 
dramatic program” in Look maga- 
zine’s fifth annual award, 

Sponsored by the U. S. Steel Corp., 
the hour-long program has been 
honored by the National Academy 
of TV Arts and Sciences, the Chris- 
tophers, Town Hall Club, Freedoms 
Foundation, and several magazines. 


“Meet the Press’’ Sponsor 


Johns-Manville is now co-sponsor 
of the well-known half-hour Sunday 
television program, “Meet the Press.” 

According to H. M. Shackelford, 
vice-president of the Johns-Manville 
Sales Corp., 26 NBC stations coast 
to coast will carry the program, The 
listening audience is now estimated 
at 4,000,000 per broadcast, and sur- 
veys show an average of 90 per 
cent are adults, This makes the pro- 
gram well suited for presenting the 
varied Johns - Manville building 
products, Shackelford said. 





HUBERT M. ARONSON heads the 
newly-established Eastern sales office 
at 270 Park Avenue, New York City, 
for the Plexolite Corp., of El Segundo, 
Calif, As regional sales manager, Aron- 
son will promote Plexolite plastic 
structural panels and work more elose- 
ly with dealers in this area. Formerly 
he was an assistant sales manager for 


U. 8. Plywood. 
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personnel 
parade 


Van-Packer Corp. ... O. E. (Bm) 
Co.iiins has been promoted to gen- 
eral sales manager of this Bettendorf, 
Iowa, maker of packaged masonry 
chimneys. He joined Van-Packer in 
1951 as Chicago district sales mana- 
ger, after working eight years for 
the Coca-Cola Bottling Co. 


E Z Paintr Corp. ... This Milwaukee 
manufacturer of paint rollers has 
announced several major personnel 
changes. ArNoLD W. BrumMM is now 
general manager in charge of sales, 
following the formation of a Sales 
Development Committee. Emery J. 
LANGTEAU was named national field 
sales manager. 


General Stee) Warehouse Co., Inc.... 
LAWRENCE NIELSEN is new sales 
manager of the Gensco Tools divi- 
sion. Except for four years of service 
during World War II, Nielsen has 
been with the firm’s Chicago head- 
quarters office for 16 years, serving 
in various administrative capacities. 


U. 8S. Plywood Corp. ... GENE C. 
Brewer, Redding, Calif., has been 
elected a vice-president in charge of 
the firm’s 16 West Coast manufactur- 
ing plants. Since he joined U. 8S. Ply- 
wood in 1937, he has held such posi- 
tions as vice-president and director 
of the South Carolina branch and 
president of Shasta Plywood, Inc., 
subsidiary. 


Allied Chemical and Dye Corp... . 
C. G. Sruppe has been appointed 
vice-president of the Barrett Divi- 
sion, New York City. He joined 
Barrett 38 years ago as a research 
chemist after graduation from Cor- 
nell University. 


DeWalt Inc. .. . ConpE HAMLIN has 
been promoted from vice-president 
in charge of sales and a director to 
executive vice-president of this 
American Machine and Foundry Co. 
subsidiary. He joined DeWalt in 
March, 1952, and rose to his last 
position in August, 1952, 


Steel Industry Grows 
in South and Southwest 


The 1954 Iron and Steel Works 
Directory of the United States and 
Canada, published by the American 
Iron and Steel Institute, points out 
that some relatively small producing 
states are among the leaders in ca- 
pacity for specific products. 

Texas, for example, has the largest 
electric-weld pipe capacity. Missouri 
has the second largest capacity for 
light structural shapes. Alabama 
ranks third in reinforcing bars. 


oS 
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In raw steel capacity, Maryland 
ranks 7th, Alabama 8th, West Vir- 
ginia 10th, Kentucky 12th, and 
Texas 13th. 

In blast furnace capacity, Alabama 
ranks 6th, Maryland 7th, West Vir- 
ginia 9th, Kentucky 13th, and Texas 
14th. 

In hot-rolled capacity, Maryland 
ranks 5th, Alabama 8th, West Vir- 
ginia 9th, Texas 11th, Kentucky 13th, 
and Missouri 15th. 





MACK JOHNS has been named to the 
newly-created post of kitchen sales 
manager for the American Kitchens 
Division of the Aveo Manufacturing 
Corp. Johns was Kansas City district 
sales manager and Midwest regional 
sales manager in Chicago before re- 
turning to the home office in Conners- 
ville, Ind., as Eastern division man- 


ager in 1952. 


Metal Awning Makers 
Schedule Heat Research 


Dale S. Cooper and Associates, 
Houston, Tex., are conducting an 
engineering analysis detailing the 
manner in which aluminum awnings 
reduce the initial and operating loads 
on air-conditioning equipment. 
Cooper is recognized as one of the 
leading air-conditioning engineers 
in the country. 

The Cooper firm was engaged to 
conduct the test for the National 
Metal Awning Assn. Results will 
give metal awning dealers more 
“meat” for sales promotion. 

The results will be presented to 
the manufacturers at the annual 
NMAA convention in New Orleans, 
January 23-26. On January 24, 
special invitations will be extended 
to architects and builders to see the 
giant display of competitive metal 
awnings at the Hotel Jung. 
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Crank-out tor those who want the 
very best. 









Bar-control type allows opening in 
it Bar release 


for Full opening. 


two 





p 





Friction style opens and stays in 
position with a push of the hand. 


4S 


Inswinging hopper style with friction 
type operation. 
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Long Lasting Aluminum Frame Aluminum-framed Storm Sash 


Scientifically designed by nationally-recognized 
window experts. Precision built, non-rusting, self- 
storing aluminum wire screens with aluminum frames 


are made to fit neatly into VENT-A-WALL UNITS. 


Sturdy aluminum-framed 
storm sash, especially de- 
signed for VENT-A-WALL 
UNITS. 


VENT-A-WALL hardware 


is manufactured by Grand 





Rapids Hardware Company. 


See VENT-A-WALL UNITS displayed in Grand Rapids 
Hardware Co.'s space No. 557 at the National Home 
Builders Show in Chicago, January 16-20, 1955, 


MANUFACTURED BY 


R-O-W DISTRIBUTORS 


Kocky DPF lowwul, Ccapincn 
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“Plankweld is a clean off-the-shelf sale. Keeping an adequate stock on hand 
makes us all work just a little harder to push it, The effort pays off a lot better on 
Plankweld than on most other items we handle.” 


“Weldwood wood paneling displays and advertising reprints like 
these pack a real sales wallop. Men can see how easy it is to install 
Plankweld, Women can select woods just as they select fabric 


actual 


There’s a big Plankweld advertisement in the February 26, 
March 12, and March 26 issues of The Saturday Evening Post 
that will surely help boost your sales, Plankweld advertising 
is regularly appearing in other leading consumer publications 
as well: Better Homes and Gardens, American Home, House 
Beautiful, House and Garden, Sunset—reaching most of the 


potential customers in your area, 


amples. Advertising in magazines like The Post inspires trust 
ind makes it easier for all salesmen to clinch the sale.” 


“Even the most timid do-it-yourselfer is 


convinced by our one-minute Plankweld 
from installation demonstration. We find home 
owner customers mean more cash-on-the 


counter sales, faster turnover profits 


Mr. Rosenthal’s experience is being duplicated by lumber 
dealers every where, ( ‘all your W eldwood sales re presentative 
today! Find out how you, too, can make worth-while profits 
on Weldwood paneling. See the complete Weldwood line at 
any of the 73 United States Plywood or | 5.-Meng | Plywoods 
distributing 


units in principal cities, OF mail coupon, 


ACT Topay! 
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trend to high-profit hardwood paneling,” 


savs Michael Rosenthal, R 


Lumber Co., New Brunswick, N. J. 


“An on-the-spot stock of Weldwood Plankweld in six popular wood faces is the answer. 
Easy-to-install Plankweld is a natural for dramatic demonstrations that make sales. 
Plankweld helps promote other types of high-profit hardwood paneling sales, too!" 


“It’s not just us. A lot of other dealers 
I talk with tell the same story. There’s 
a big trend to hardwood paneling. The 
magazines are full of it. More people are 
asking us about it than ever before. 

“It’s no johnny-come-lately trend, 
either. We did a little checking. We 
were amazed to discover how high the 
unit sale profit was on hardwood panel- 
ing—that is, in comparison with a lot 
of low-profit items which we had tied 
up in accounts receivable and inventory, 

“At first glance it looked like a gold 
mine. We soon found out it has its 
headaches, too! So many different kinds 
of wood—which ones would sell best? 
—which ones should we stock? And 
special handling problems, too! 

“Lucky for us both, our Weldwood 
sales representative happened along ona 


rainy day and was given a chance to make 
a complete pitch on Plankweld. To cut the 
story short, here are the main advantages 


“Sturdy attractive Plankweld packaging en- 
courages ‘take-home’ sales. Most of our cus- 
tomers usually take their Plankweld right 
with them. This cuts deliveries, gives us 
more time to spend on selling.” 


he pointed out about Plankweld 
Ve Plankweld Is pre-pac kaged \ 
ing for stock, no cutting to 

waste. It’s a clean off-the-shel! 

2. Plankweld is easy to insta th 

special metal clips which hick il 

This feature is simple to dem 

and makes a big hit with do-it If 

and builder customers alike 

3. Plankweld is completely pri 

—even waxed, This plus ea | 

lation, means greater custome 

faction—less chance of bone 

might unfairly reflect on me 

4. Plankweld comes in six | 

faces ranging from light to dark 

They have proved to be the 

most in demand, Ordering is « 

5. Plankweld promotes othe 

high-profit wood paneling be« if 

points up the beauty of finish 

paneling, Customers can see | 


paneling will look on their wall 


e.. 
. 4 - 
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“My partner Herb Goldstein ind | h 
so much of Plankweld that we're u i 
our new offices. We chose birch { ( 


Plankweld woods: Korina®, Hondu | 
Philippine Mahogany, Oak, Birel 


6. Plankweld encourages take-home 
sales—cuts delivery expense. 
7. Plankweld is guaranteed for the life 
of the installation by the world’s largest 
and best known plywood organization, 
The guarantee is featured in powerful 
national advertising which reaches 
many of my customers, Plankweld is a 
recognized and trusted brand name, 
“We started out with a stock of eight 
packages of Plankweld, We set up the 
free Plankweld display, We sent out the 
free Plankweld envelope stuffers and put 
up copies of the Plankweld magazine ads, 
"The very first Saturday we sold three 
packages of Plankweld, Sales have been 
happening ever since! Our Plankweld 
sales to builders are something to brag 
about, too! We consider at least half the 
homes in our area as good prospects for 
a sale, We do know that an adequate 
stock is a merchandising ‘must’—cus- 
tomers don’t like to wait.” 


a : 
“Herb shows Mr. Reiser—one of the better 
known contractors in our area—how Plank 
weld adds a touch of quality that helps get 
a better price for a home. Mr, Reiser agrees 
and he likes Plankweld’s fast installation.” 
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PLANKWELD* 


1 product of 


UNITED STATES PLYWOOD ouerenaner 
New ork 


55 West 44th Street, New York 


Name 


Address 


UNITED STATES PLYWOOD CORPORATION SBS-1-55 
55 West 44th Street, New York 36, N. Y. 


9 the profitable Plankweid line. Please have your representa 
from 23¢ per square foot and up on retail sales 





U.S.-Mengel Plywoods, Inc., Louisville, Kentuck City 
In Canada, Weldwood Plywood Ltd., Montreal and Toronto 
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ACT TODAY! 


DCAUTITUL, PROUSE ANG WATOOCT, SUMS E bm" PCACHITE PRUSE WE EE pe Sees 


potential customers in your area, 


Now it can be 


told ! 


The story of a multi-million dollar, 


six-year plan that paid off... big! 














The time... 1948, The place, .. Chicago. The prob- 
lem .. . the nation in the grip of the toughest housing 
shortage in U.S. history, Millions in need of homes 
faced the problem of material shortages and increased 
building costs. , 

With the end of war a short shadow away —a group 
of determined executives met for a serious look at the 
future of the building industry . . . adopted a six-year, 
long-range plan based on the firm belief that, come hell 
or high water, people would have homes and builders 
would build them. 

Vision and courage sat at those conference tables. The 
vision to see into the rich future of the building indus- 
try. The courage to put millions on the line to back up 
this vision, 

A new kind of advertising was planned. Advertising 
whose main objective was to rouse interest in home 
building, prove to the millions the mistake of waiting. 
And send prospects to those important men in the com- 
munity who supply materials and plan and build homes! 

Others of vision in the building industry joined 
forces. Material output was increased. The results were 
immediate. People began to act! Dealers and builders 
began to feel the impact. People by thousands wrote for 
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home plans and information. That was in 1949. 

Today, six years later, the impressive results of this 
long-range industry plan continue to pile up. Dealers 
and builders, large and small, have banked important 
dollars because of it. 

In these six years, thousands upon thousands of in- 
terested prospective homeowners have sent cash and a 
coupon for the famous Celotex Book of Homes and 
home information, 26,000 from one single advertise- 
ment. The volume of new home construction thus cre- 
ated is beyond estimate-— but the result is not. This plan 
has brought the joy of home ownership to thousands — 
and added prosperity to dealers and builders from coast 
to coast. 


This is the story of the Celotex long-range plan... de- 
cided in 1949... carried out through 1954... continued 
in 1955. To the thousands of dealers and builders who 
recommend Celotex building products . . . a resounding 
thank you! To a// dealers and builders, everywhere . . . 
an invitation to put the Celotex name and reputation to 
work for you. 1955 will pay off ... big... for those 


who do. 
THE CELOTEX CORPORATION 


120 S. LaSalle St., Chicago 3, Illinois 


Celotex Insulating Sheathing * Celotex Insulating 
Lath + Celotex Insulating Interior Finishes 

Celotex Asphalt Roofing Products « Celotex Insulating 
Sidings « Celotex Rock Wool Products 

Celotex Roof Insulation « Celo-Rok® Gypsum Products 
Celotex Hardboard « Celotex Flexcell® 
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it=_~] HOME DESIGN 
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x Sy Herbert Wllhey, A.9. AA. 








© When I was a child, some 40 time, even though it was the largest The bedrooms were used only 
years ago, I lived in a typical house room in the house. All the coo} for sleeping and the children de- 
in a typical middle-class neighbor- washing, and ironing went on her: veloped strong legs from the night- 
hood. We had a parlor, a kitchen, The kids played on the floor ly sprint from the hot kitchen to 
a dining room, and bedrooms. No 
bath, as we know it today, only a 
portable rubber tub that made its 
appearance at infrequent intervals. 
No central heat. All living went on 
in the dining room and kitchen. 
And the dining room was used 
only because our large family could 
not get into the kitchen at one 


Distinctive, functional uses of new and old materials are evident in the huge 
Ed Dodd home, above, and the James Selvage home, below. Both were de- 
signed by Architects Willner and Millkey for the Atlanta, Ga., area. The 
multi-level Dodd home features a large, native-stone fireplace, flagstone 
floor, horizontal cypress paneling, exposed ceiling beams and roofboards, and 
all-glass vista wall opening on terrace. Windows flood Dodd's studio, beyond 
chimney, with soothing light for creation of “Mark Trail” cartoon, Selvage 
home, below, has overhanging roof to shade sliding-door wall of living room. 
Terrace invites “outdoor living.” 











26 JANUARY, 1955 .. . Tell our advertisers you sow it 


the ice-cold bed, in the ice-cold 
bedroom, The parlor was used only 
on holidays and for wedding re- 


ceptions. 
Then came central heating. Then 
inside plumbing and what a 


change this made. Bathrooms were 
installed in existing homes and no 
new homes were built without 
them, They became a focal point 
in the house, 

The parlor was replaced by the 
living room. No longer serving as 
cooking, study, and recreation 
room, the kitchen became a frac- 
tion of its former size more 
carefully planned, a spic and span 
white laboratory for cooking only 

About this time not only the 
kitchen but the entire house be- 
came much smaller. Basements 
were eliminated, room: com 
pressed, and storage areas de- 
creased, Twelve-foot ceilings were 
replaced with 8-foot ceilings. Seven 
hundred and fifty square feet be- 
came the standard for the FHA 
. two-bedroom house, and 850 
square feet for the three-bedroom 
house. 

Economics, as much as any othe! 
factor, was probably responsible 
for this change. The depression had 
decreased our earning power and 
building costs had risen. The extra 
cost for the bathroom and central 
heating was offset by the less 
cubage and square-foot area, But 
not only was area decreased; so 
was privacy and elbow room, And 
at what a cost to the mental health 
of our nation these thousands on 
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thousands of artless, little, pitched 
roof boxes, with holes cut in for 
windows, not enough room, not 
enough ventilation, not enough 
storage area, not enough anything 
Only shelter. 

Even where more money was 
available, we didn’t seem to be able 
to make progress. We added the 
needed extra bathroom and bed- 
rooms that looked as if they were 
built 200 years ago. We mistook 
for the real thing these nostalgic 
stage sets, with rooms connected 
by long, dark halls, and with win- 
dows placed for outside appearance 
and not for inside furniture plac- 
ing 

We finally became so anaesthet- 
ized to this unnatural arrange- 
ment that with all our ingenuity 
the mark of distinction in a house 
was the amount of closets it con- 
tained, or the gadgets built in. The 
disappearing moving bed. The 
chime door bells. The powder room 
with the cute wallpaper. And the 
breakfast nook diabolically plan 
ned, just too small for comfort but 
not too small to make the contrac- 
tor-designer legally liable 

Enlightened contemporary house 
design changes all this. No longet 
do we design homes merely as 
shelter or, at the other extreme, 
merely to keep up with and im- 
press the neighbors. We _ build 
homes to live a good life in, not to 
use merely as a mailing address, 
or a place to sleep, or a place to 
g0 when the movies or club i; 
closed, or the car is out of order 
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Herbert C. Millkey, the author of this 
article on home design, pioneered in 
persuading lending institutions in the 
Southeast to liberally underwrite mort- 
gages on houses of “contemporary” or 
modern design. He holds a master of 
science degree in architecture from 
Yale University, and is South Atlantic 
district director of the American Insti- 
tute of Architects. A partner in the 
architectural firm of Willner and Mill 
key, he is past-president of the Georgia 


AIA chapter. 


The prime criteria of a good 


house are its over-all livability, the 
space it contains, and the use of the 
property surrounding it. This be- 
ing so, tomorrow’s house will be 


(See HOME DESIGNING page 57) 


Although it is now four 
years old, Architect Mill- 
key’s home in Atlanta is 
well abreast of design 
trends, Exterior siding be- 
tween the large areas of 
plate-glass are of asbestos- 
cement board. Salmon 
brick floor on concrete 
slab requires minimum 
maintenance. So do walls 
and ceiling panels of birch 
plywood — and exposed 
Southern pine roofboards. 
Note angular fireplace that 
provides “two side” ex- 
posure. The large room is 
used jointly for a dining 
room and living room. 
Combination permits flexi- 
bility of use for parties 
and special occasions. 
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6 Enter the Berry Street Lumber 
Company by any of three doors 
opening upon the sales floor and- 
unless all hands are busy with cus- 
tomers staff member ad 
vances promptly and greets you 
courteously. 

At the front door of this store 


on Berry street in Fort Worth, 


Texas, the visitor will usually find If all 


Cashing in on Public Relations 


some 


FRONT DOOR 


By Garon Creager 


employees are océ 


a staff member waiting just inside 
Since the front door is of glass and 
adjoins a plate-glass front, visitors 
can be seen approaching and this 
gives a salesman time to reach a 
station just inside the door. 


with customers when a visito 
ters, the employee nearest th 


trance 
This 


sures 


pauses to greet the 
courtesy of 
the 


attention 


recognitio! 


newcomel ol p 


If the person entering is a well 
greeting 
warm 


nown the 


and 


customer, 


ipt to be casual 


accordance with the depth of ac 
juaintance, If the newcomer 
tranger, the greeting is courteous, 
but with a degree of reserve, for 
ich an approach can be overdone 
The practice is one which has 
been followed by personnel of the 
(See PUBLIC RELATIONS page 58) 


is a 


When a person visits the Berry Street Lumber Company in Fort Worth 
Texas, below, he or she is promptly greeted, made to feel weleome, and 
Al Randell in thi 
profitable gesture. Plate-glass windows and glass door permit personne! to 
see customers approaching door. Manager Bill Nelson greets and waits on 
many patrons personally. Above, he helps woman make paint selection 


assured fast attention to needs. Photo on cover shows 




















Purchase Order System 


REDUCES ERRORS, 
INCREASES RESULTS 


By Beatrice Wlter 


© Adoption of a purchase order 
system that permits the warehouse 
superintendent to know what is on 
order, the status of each item, its 
location, current selling price, and 
source of supply has helped con- 
siderably in relieving the purchas- 
ing agent of the Broyhill Supply 
Company in Arlington, Virginia, of 
routine materials handling. There- 
fore, it saves him much more time 
for out-of-town purchasing and he 
is better posted on current bids 
and price changes. 

Able to take advantage of the 
best market prices and work more 
closely with his sales organization. 
Purchasing Agent Raymond L. 
Crocker now sets up schedules of 
appointments with local suppliers 
and thereby uses his time more 
efficiently and profitably. 
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Purchase orders 
at Broyhill Sup- 
ply are made out 
in quadruplicate 
on a business ma- 
chine like those 
used for register- 
ing sales. An orig- 
inal of this special 
purchase form goes to the supplier. 
The duplicate is retained for his 
file. The triplicate goes to the ac- 
counting department. And _ the 
quadruplicate is filed with the 
warehouse superintendent. 

After material is received, the 
superintendent checks invoice of 
received material against the pur 
chase order. If an invoice arrives 
before materials, it is held until 
actual quantity received can be 
checked, 








The accounting department 
checks extensions, stamps an in- 
voice “O.K.” that material has been 
received and accepted. The super- 
intendent maintains his own per- 
manent file in the warehouse. “The 
purpose of this,” explains Crocker, 
“is so that our warehouse superin- 
tendent knows what’s on order, 
since he is responsible for the 
stock on hand. It is on his observa- 
tion that requisitions for re-order- 
ing are made out and handed to 
me. Thus, re-ordering is establish- 
ed by the sales picture an item 
represents.” 

A perpetual inventory system is 
maintained by the warehouse su 

(See GOOD P. 0. SYSTEM page 62) 


Warehouse Superintendent Gun- 
nell, at top, is responsible for all 
routine materials handling at the 
Broyhill Supply Company in Ar- 
lington, Virginia. He keeps his 
own permanent file of purchase 
orders and knows the status of 
each stocked item at all times. 
He also keeps the perpetual in- 
ventory current. At left, Purchas- 
ing Agent R. L. Crocker refers 
to it for the sale picture on 
“a hot item.” 
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How Your Type of Business Organization Affects 
YOUR INCOME-TAX RIGHTS 


By KENNETH L. HUTCHISON 


Retail Public Accountant 


© The type of business organiza- 
tion you employ —— partnership, 
proprietorship, corporation — now 
more than ever affects the amount 
of income tax you must pay. Each 
type has certain characteristics 
with respect to taxes, accounting, 
and legal phases. Comparison of 
the advantages and disadvantages 
of each type may reveal that you 
should change your present type 
of business organization. 

The sole proprietor has great 
freedom of action and can do any- 
thing not forbidden by law. He is 
not restricted by the objections of 
a partner, nor does he come under 
the numerous laws controlling cor- 
porations. However, his capital is 
usually limited and it is rarely 
possible for him to expand to any 
substantial size. Furthermore, his 
business assets may be seized for 
the settlement of his personal lia- 
bilities, and his death will immedi- 
ately terminate the business. 

The sole proprietor pays his tax 
on the net profit of his business — 
not on the amount he withdraws 
for his personal use. The amount 
he withdraws is not in the nature 
of a salary and, therefore, can not 
be deducted as a salary expense 
in computing his profit. 

Computation of the tax for a 
proprietor on net earnings, regard- 
less of drawings, sometimes makes 
the tax difficult to pay. This is 
especially true when funds must 
be left in the business for working 
capital and other purposes. 

Another disadvantage of operat- 
ing your business as a sole pro- 
prietor is that you are not consid- 
ered to be aii employee, so can not 
benefit from an employee pension 
or retirement plan. If you con- 
ducted your business as a corpora- 
tion, you would be an employee 
and obtain such benefits. 


The same applies to employee 
death benefits. The new law ex 
cluded $5,000 of any payments to 
the beneficiary of a deceased em 
ployee, even though the payment 
is entirely voluntary. As a sole pro 
prietor you cannot benefit in thi 
way because under the 1954 in 
come tax law you are not consid 
ered as an employee of the busi 
ness. 

One of the tax advantages that a 
sole proprietorship has over a part 
nership or corporation is in the 
tax rates. No matter how small the 
profit, a corporation pays at the 
rate of 30% on profits up to $25 
000. On greater profits there is an 
additional surtax of 22%, making 
the levy 52% in all. Under the new 
law the rates are expected to drop 
5% after March 31, but it is be 
lieved by many that the reduction 
will be repealed by Congress, cor 
tinuing the present rates. 

An example of tax difference 
indicated above: A sole proprietor 
has a net profit of $16,000. If mar 
ried, his tax will be $3,640. If he 
incorporates and draws a salary of 
$8,000, the profit of $16,000 would 
be reduced to $8,000. On that he 
would pay a 30% tax of $2,400 
On his salary of $8,000, he would 
pay $1,640. This would make a tax 
total of $4,040, not counting tax 
payable on the profit of $8,000 
when drawn out in dividends 

Another tax advantage a sol 
proprietor has over a corporation 
is that he may withdraw any 
amount of his profits from his busi 
ness at any time. If a corporation 
distributes its profits to stockhold 
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ers, such profits (as dividends) are 
taxed again! A sole proprietor may 
also withdraw some or all of his 
original capital contribution with- 
out penalty. A corporation can do 
so only by redeeming its own capi- 
tal stock, which under certain con- 
ditions may be taxed to the stock- 
holders. 

The new law now permits an in- 
dividual to treat as part of his net 
operating loss, the loss on sale of 
all or part of his business assets. 
This provision previously applied 
only to corporations. 

Under the new law certain sole 
proprietors, regardless of when 
established, may elect to report 
and pay taxes as corporations. The 
election must be made by the pro- 
prietor at any time from the first 
day of the first tax year to which 
election applies. The election, once 
made, can not be revoked unless 
there is a 20% change in ownership 
(which in the case of a sole pro- 
prietor would mean converting to 
a partnership). 

The election to report as a cor- 
poration can not be made if the 
taxpayer is a non-resident alien, 
or if the proprietor owns another 
business which is reporting as a 
corporation, Furthermore, the busi- 
ness must be one in which capital 
is a material income-producing 
factor. Reporting as a corporation 
does not give the employer status 
of an employee for the purpose of 
participating in pension or profit- 
haring plans, but it can subject 
the business to a penalty tax for 


(See TAX EFFECTS page 63) 
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Get More Profits from 


Your Glass Sales 


© Glass—a necessary stock item 
for the building supply merchant 
who offers to supply complete 
homebuilding needs—can also be 
an excellent source of profit, But 
this profit can be diminished sharp 
ly through waste from breakage 
during cutting, chipping, cutting 
large pieces to get smaller ones, 
and taking too much of a busy 


Especially designed to simplify glass 
handling, the storage unit in top pheto 
has 70 compartments to hold various 
sizes of glass sold most frequently by 
the Marietta Lumber Company in Mari- 
etta, Georgia. Two handy features are 
the chute that catches glass fragments 
directly under the glass cutter, shown 
at right, and the huge drawer that pulls 
out to empty glass fragments, shown 
at far right, Fred Tyson demonstrates 
their use. 
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employee’s time to fill a small 
ordet 

The first step in overcoming 
some of these problems, in the 
opinion of Fred Tyson, of the Mari 
etta Lumber Company in Marietta, 
Georgia, is to stock a quality brand 
of glass that can be easily cut with 
a smooth, clean edge. 

A greater part of its glass sales 








are made to home-owners. In most 
cases it is to replace broken win- 
dow glass or to glaze new windows. 
Usually several home-owners 
enter this Marietta firm’s display 
room each day just for glass. For 
years the glass stock and cutter 
were kept in the warehouse. This 
necessitated a salesman’s going 
outside, cutting the glass to desired 
size, and carrying it back into the 
store for wrapping. This was not 
only time-consuming and a bit 
dampening in rainy weather, but 
also it often meant rougher edges 
and waste in cold weather. 
“Glass cuts better in warmer 
atmosphere,” Tyson pointed out. 
About a year ago, the owners, 
brothers Sigman (Sig) Tumlin and 
Steve Tumlin, decided to move the 
glass department inside the main 
display building. The modern dis- 
play and sales floor already was 
filled with compact displays, so 
Fred Tyson designed a stand to 
hold the glass in a storage room 
that opens off the sales floor. 
Occupying a floor space only 
three by eight feet, the display has 
70 compartments to hold 60 differ- 
ent sizes of glass. These pieces, cut 
in sizes most commonly requested 
in order to save in cutting time, 
range in size from 8-by-8 to 36-by- 
36 inches. Larger sizes and heavier 
strengths, such as those required 
for picture windows, still are kept 
in the back warehouse, But they 
(See SELL ’EM GLASS page 61) 
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© Uvalde, Texas, home of the 
famous rugged individualist, John 
Nance Garner, former Democratic 
vice-president, has another rugged 
individualist who is making a name 
for himself. He is F. E. Beecroft, 
owner and manager of the Uvalde 
Lumber Company. He is helping to 
educate farmers both in good con- 
servation crops and in good build- 
ing materials. 

The heart of his conservation 
project is a 40x20-foot demonstra- 
tion plot of grasses, located be- 
tween his store and appliance 
salesroom. It displays healthy tufts 
of 40 different grasses recommend- 
ed for the soil conservation district. 

Focal point of the entire display 
is the large white wood fence be- 
hind the plot, with the lumber 
company’s trade-mark in the cen- 
ter underneath the credit sign: 
“This grass plot is by courtesy of 
Uvalde Lumber Co. in cooperation 
with the Nueces-Frio-Sabinal Soil 
Conservation District.” 

The company trade-mark fea- 
tures a huge pecan tree like those 
to be found in the middle of many 





PLAINS LOVEGRASS 


WAT 
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EDUCATING THE FARMER 


— fruitful for dealer 


streets in Uvalde. The gra | 
and lumber yard are on the tov 
main street, just two blocks f: 
the county courthouse 

“There is no doubt but what t 
grass plot we maintain next to 
building 
Beecroft 


helps business,” ass¢ 
“Folks come in, fi 


traffic is increased, sales are hel pe 


and good-will is created the y« 
round, 

“IT have been 
conservation fo! 
think it is the No 
Uvalde area 
here for six What helps t 
farmer helps the businessn 
have found out in cooperating 
the Soil Conservation Servic« 

And John Beard, local SCS 
unit conservationist, testifi 
Beecroft’s interest and help 

“Mr. Beecroft is a good frie: 
the farmer. He practices good « 
servation on his 140-acre farn 
Uvalde and gets excellent gra: 


interested in 
many 
1 problem in 1 


yeal 


years 
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We have had a drout 


turkey crops, and winter cover as 
i result. The grass plot at the lum 
ber yard has over 40 grasses plant 
d in it that improve the soil in 
this area. The SCS supervises the 
planting of these grasses and Mr. 
Beecroft keeps them watered and 

1 good condition. This project has 
reated tremendous interest by a 
large population in this entire 
egion,” 

Beard commended Beecroft’s en- 
ouragement of youngsters and 
farmers alike in good practices 
through the payment for the print 
ng of 1,000 17x22-inch copies of 
the local “planting guide.” It lists 


different grasses and crops, classi 


fies them as to soil, planting dates, 
ates, and depth, preparation of 
eedbed, planting method, and rec 
mmended fertilizer 
The only credit given the spon 
or is this note at the upper right 
ner of the planting guide: “Thi: 
(See GRASS PLUGGER page 61) 
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“We are extremely proud to be 
pioneers in a revolutionary new 
way of shopping for building 
, materials and supplies.” That's 
what the management of Walker 
and Hallowell, Ine., told their 
Florida customers in a_ large 
newspaper advertisement an- 
nouncing the opening of their 
new showroom and offices in a 
remodeled concrete block build- 
ing. Seen below, the old office 
building had no display space 
and little parking area. The mod- 






ern building, at left, features 





= ample parking facilities. 


ee Mv? eaten nae — -— 


Owe of Ploridas most moderu- 


Walker and Hallowell added a 
completely equipped appliance 



















sales and service department in 
their new building in Sarasota, 
Fla. The rear of the building is 
used for drive-in service and 
pick-up orders, both new con- 
veniences. Fluorescent lighting 
makes displays easily seen 
through store front windows by 
passing traffic. Air-conditioning 
and comfortable furniture invite 
browsing through literature and 
plan books, 
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How fo avoid complete 
BREAKDOWN in DISTRIBUTION 


By DON A. CAMPBELL, Lebanon retailer 
and executive vice-president of the 
Kentucky Retail Lumber Dealers Assn. 


© The breakdown in our system of 
distributing building materials to- 
day can not be laid at the door of 
any one segment in the industry— 
all are equally guilty. 

Certain manufacturers are set- 
ting up retailers as jobbers. 

Certain jobbers are soliciting the 
retailer’s customers. 

Certain retailers are demanding 
and getting jobber discounts al- 
though they perform no jobber 
service. 

The manufacturer, the jobber, 
and the retailer all have a distinct 
purpose in the production and dis- 
tribution of building materials. If 
any of these undertakes to bypass 
or assume the prerogatives of the 
others, the cost of this transgres- 
sion must be passed on to the con- 
sumer. Everyone agrees that mer- 
chandise should be handled in 
such a manner that it reaches the 
ultimate consumer at the cheapest 
possible price consistent with the 
service that is demanded and ex- 
pected, but trespassing doesn’t 
mean cost reduction to the con- 
sumer. 

The main trouble today with this 
distribution of building materials 
is that relatively few in each seg- 
ment are getting out of their field, 
stepping out of bounds, thereby 
causing a disruption of the entire 
system. A simple answer to the 
problem would be a voluntary de- 
cision by these offenders to stay 
in their own fields and perform the 
services for which they are set up. 

However, since this is not likely 
to happen, something must be done 
to avoid the complete breakdown 
of the entire system and it must 
be done soon. One approach to the 
problem would be for the manu- 
facturer to put the same price on 


his goods for a unit of sale, for in 
stance a car load, to any deale? 
whether he is a retailer or a jobber 

This would eliminate the present 
functional discount which is being 
passed out so indiscriminately to 
so many different types of deale? 
particularly on asphalt 
items and, slightly, on insulation 

It would eliminate the practice 
of allowing a discount to jobber 
on sales they do not make or ser 
ice which are shipped direct fron 
the manufacturer to the retailer 

It would put a stop to certai: 
jobbers misusing this discount by 
splitting it with the retailer o1 
using it to sell the retailer’s cu 
tomers. 

It would prevent some retailer 
from obtaining a jobber’s discount 
for which they perform no serv 
ice, 

In cases where a jobber doe 
make a car-load sale direct fron 
the manufacturer to the retailer 
carries the account, and guarantes 
payment, he should be allowed a 
fee for this service by the manu 
facturer, but only after the manu 
facturer had been furnished proof 
that the merchandise had been sold 
in this manner. 

The manufacturer needs an ade 
quate distribution system if he i 
to produce his goods at competitive 
prices. The jobber with his ware 
house is a necessary outlet and 
should be equipped to furnish the 
less-than-carload retail buyer. The 
retailer is the contact with the 
ultimate consumer and should bu) 
his less-than-carload purchase 
through the jobber, but should be 
able also to purchase in car-load 
without going through the jobber 
In this manner, the chain of di 
tribution reaches from the manu 


roofing 
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facturer to the ultimate consume! 
in the most economical manner. 

Each segment would have a 
function to perform and each 
would be compensated in propor- 
tion to the service rendered. It 
would eliminate subterfuges and 
under-the-counter deals tnat are 
oO rampant today. It would put all 
dealers on the same basis and it 
would eliminate situations that 
have developed recently where one 
retailer receives the jobber’s dis- 
count and one doesn't; where one 
obber performs a jobbing function 
and one doesn’t; where one manu- 
facturer is earnestly trying to dis- 
tribute his goods in the most eco- 
nomical manner, while another is 
just trying to meet his quota and 
consequently distributes his goods 
wherever he can find an outlet. 

Since the trouble starts with the 
manufacturer, it can only end 
through his efforts. If he had a firm 
policy to every dealer in all terri- 
tories, most of these problems 
would disappear. If the manufac- 
turer refuses to face these facts and 
continues to operate with a policy 
o flexible that it is meaningless, 
then there seems to be no perma- 
nent solution. 

This suggestion is no panacea but 
it could be a step in the right direc- 
tion. It would at least bring out 
into the open the practices that 
have too long remained under the 
counter. There are other problems, 
too, but this one seems to be the 
real culprit that is tearing down a 
distribution system that has served 
the American people from the very 
beginning. 
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<5~ YOU AND THE LAW 


By ARTHUR L. H. STREET, Veteran Lewyer 








Lien Coverage Limited 

A building material dealer in Ar- 
kansas furnished paint supplies to 
a subcontractor for use on a certain 
building, and also advanced money 
to him to meet his payroll. The 
subcontractor failed to pay the 
dealer. There was no serious doubt 
about the right of the dealer to en- 
force a lien against the property for 
the balance due for the paint sup- 
plies, 

But could the lien be stretched to 
cover the money advanced for pay- 
roll purposes? 

The Arkansas Supreme Court in 
effect declared “no,” in the case of 
Cooper v. Sparrow, 259 S. W. 2d 
496, 

Lien laws clearly limit the classes 
of debts that can be secured by 
filing a lien claim. Most state laws 
do not include loans or advances of 
money to aid an owner, contractor 
materialman, or subcontractor to 
carry out his project. Decisions to 
that effect have been rendered by 
the appellate courts of Alabama, 
Arizona, California, Florida, Louisi- 
ana, Mississippi, and Texas. 

Before making a loan or advance 
to a subcontractor or contractor, the 
dealer should take some such form 
of security as an assignment to him 
by the contractor or subcontractor 
of money to become payable to the 
latter. That is what a bank usually 
does, and if a dealer makes a loan 
or advance he should do the same 
thing. 

We suggest that material suppliers 
talk over with their local lawyers 
just what security can be made 
available under local state laws. 


Crediting Account Payments 


What leeway does a dealer have in 
crediting a payment made by a con- 
tractor or subcontractor who owes 
two or more distinct accounts? This 
legal analysis will deal with the 
rights as between the dealer and the 
owner of premises on which ma- 
terials have been used, where a lien 
is claimed. 

When the debtor is not sound 
financially and owes two or more 
accounts, the dealer has a natural 
incentive to credit an open, un- 
secured account as against one that 
can be protected by a lien claim. 
This assumes, of course, that the 
debtor has not exercised a right 
to require that the payment be 
applied to a certain account. 

But there is a decision of the 
Oklahoma Supreme Court that is 
in line with what most appellate 
courts in the nation have decided. 
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In that case, the contractor was 
constructing two different buildings 
for different owners. He received 
a check from one of them, payable 
to a firm that had supplied ma- 
terials for it. 

The contractor instructed the sup- 
plier to credit the account for ma- 
terials furnished for the other 
owner’s building. The Supreme 
Court decided that, because the 
check was large enough to cover 
what was owing for materials fur- 
nished for the first building, the 
building supply firm had no right 
to a lien against the premises on 
which it was erected. (Kubatsky 
v. Pittsburgh Plate Glass Co., 119 
Okla. 236, 249 Pac. 412) 

Even when a dealer receives a 
check drawn by a contractor or 
subcontractor, not showing on its 
face that it represents money that 
had been paid by the owner of a 
structure to apply on a construction 
contract, the dealer is bound to 
credit the payment against an ac- 
count for materials furnished on that 
job if he knows that the check 
represents money paid by the owner. 
If he does not so credit the payment, 
he forfeits lien rights. Among the 
courts which have so declared are 
appellate courts of Arizona, Cali- 
fornia, Kentucky, and Oklahoma. 

The same courts and those of 
Florida, Louisiana, and Tennessee 
have decided, however, that if the 
materialman did not know where 
the contractor got the money to 
make the payment, he does not lose 
the right to a lien against the pro- 
perty of the owner who furnished 
the money to the contractor. In one 
Arizona case (Stolaroff v. Bassett 
Lumber Co., 21 Ariz. 490, 190 Pac. 
81) the Supreme Court said that 
the lumber dealer’s lien right was 
not defeated where it did not know 
where the contractor got the money 
used in making a payment until 
after it had been credited upon 
another account. 


Mishaps to Trespassing Children 


Where a trespassing child climbs up- 
on a pile of lumber or other material 
and is injured through a slipping of 
some of the material, does the legal 
liability of the supplier depend 
somewhat upon whether the pile 
was on his own premises or on a 
eonstruction site, premises where it 
had been delivered but were not 
under control of the supplier? 

Yes, according to a decision re- 
cently rendered by the Appelate 
Court of Illinois, First District, in the 
case of Kahn v. James Burton Co., 





1 Ill. App. 2d 370, 117 N. E. 2d 670. 
In that case, a lumber company’s 
deliveryman had stacked a pile of 
planking 4.5 feet high on a private 
lot on which a house was to be built, 
when no children were around. 
Later a boy climbed to the top and 
was injured when one of the planks 
slipped. 

The court set aside a judgment for 
damages that had been awarded 
jointly against the owner of the 
premises, the building contractor, 
and the lumber dealer. The case was 
dismissed as to the lumber company 
because the company was not in 
control of the premises, and its 
deliveryman had piled lumber the 
way customary in the city, and had 
no reason to expect that children 
would play upon it. 

The decision is not inconsistent 
with a view that if a supplier were 
to store materials on his own un- 
fenced premises, knowing that chil- 
dren were in the habit of playing 
there, he might be held liable for 
failing to take reasonable steps to 
guard against accidents to them. 

A decision by the Louisiana Su- 
preme Court suggests that extreme 
care should be used to guard against 
injury to children, even though they 
be trespassers, where material con- 
taining protruding nails is stacked 
in a place accessible to children. The 
court decided that a pile of lumber 
on a schoolyard containing nails 
constituted an inherently dangerous 
nuisance. One child was injured 
when another pushed him and he 
fell upon a nail. (Jackson v. Jones, 
224 La. 403, 69 So 2d 729) 


(Watch every issue of SouTHERN 
BuriLpinc Suppuies for helpful legal 
tips in Lawyer Street’s column, You 
and the Law.) 
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association activities 


"Southeastern Means Business in 1955" 


Theme of SLA's January Convention 


A RECORD CROWD is planning to 
attend the 67th annual convention 
of the Southwestern Lumbermen’s 
Assn. at the Municipal Auditorium 
in Kansas City, Mo., January 25-28, 
as a new type of program is piloted 
for Arkansas, Kansas, Missouri, and 
Oklahoma dealers by their new 
secretary-manager, G. Kenneth Mil- 
liken. 

Former assistant manager of the 
Northeastern Retail Lumber Dealers 
Assn., Milliken will report on his 
first five months with Southwestern 
in a talk Tuesday afternoon. Then 
he will introduce new services and 
activities planned for SLA members 
for 1955. 

Business sessions, entertainment 
and amusement, and exhibits have 
been blended to provide pleasing 
fare for all types of conventioneers. 
One hundred and sixty-five exhibit- 
ors will be on hand in over 300 
booths at the Municipal Auditorium 
to assist dealers in placing orders 
during the convention for their 
spring season inventories. 

Here’s the convention program in 
brief: 


Tuesday, January 25 


Registration opens at 9 a.m. in t 
foyer to the arena of the Municip 
Auditorium, shown below. Exhibi 
will be open all morning. 

President Sam M. Arnold, 
Kirksville, will open the Tuesd 
afternoon business session with 


address on the convention them: 


and slogan, “Southwestern Mear 
Business in 1955.” Manager M 
liken’s report and speech will follo 

The Lu-Re-Co panel system 
house construction will be explains 
by Raymon H. Harrell, resea: 
director of the Lumber Dealers R« 
search Council, which financed 
practical development by the Sm 
Homes Council of the University 
Illinois. George Messner, special r« 
resentative of the National Pla 
Service, Inc., will present the L 
Re-Co kit and merchandising p: 
gram to dealers. They will get 
see a full-size Lu-Re-Co panel | 
built inside the auditorium! 

A get-acquainted cocktail pa 
for Southwestern association me! 
bers, wives, and guests at the Mus 


lebach Hotel will precede a buffet 
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G. Kenneth Milliken, new secretary- 
manager of the Southwestern Lamber- 
men's Asen., at the Tuesday afternoon 
session will reveal new services and 
activities planned for SLA members 
throughout 1955. 


linner for them there Tuesday even 


Wednesday, January 26 


Dealers and guests will visit the 
exhibits during the morning 
G. Hunter Bowers, head of the 
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Moderator for one of the two Thursday 
morning breakfast discussion sessions 
will be Watson Malone IIL. He is presi- 
dent of the National Retail Lumber 
Dealers Assn. and of Watson Malone 
& Sons, Ine., Philadelphia dealers, The 
topic of this session will be “Problems 
of the Larger City Dealer.” 


W. D. Bowers Lumber Co, in Fred- 
erick, Md., and past-president of the 
Middle Atlantic Lumbermen’s Assn., 
will moderate a problem clinic for 
dealers during the afternoon, Topics 
to be covered include how to control 
operating costs by proper accounting 
procedures, by budgeting operating 
costs, by pricing formulas, and by 
getting in the cash when due, 
Wednesday will offer a big night 
of entertainment at the auditorium, 


Thursday, January 27 


Two breakfast discussion sessions 


John Ryan Doscher, sales promotion 
director of LIFE magazine, will be 
featured at the Thursday afternoon 
business session. He will present the 
story of ACTION, This word abbre- 
viates the name of the American Coun- 
cil to Improve Our Neighborhoods, 
which aims to stamp out slums and 
renew our aging cities through private 
enterprise efforts. 


will take up sales opportunities for 
city and small-town dealers, Gordon 
Lawler, managing editor of Ameri- 
can Lumberman, will moderate one 
for small-town dealers on “How to 
Put the Consumer in a Buying 
Mood.” NRLDA President Watson 
Malone III, of Philadelphia, will 
moderate the other on “Problems 
of the Larger City Dealer.” 

The story of the American Council 
to Improve Our Neighborhoods (AC 


Keynote speech for the 67th annual 
convention of the Southwestern Lum- 
bermen’s Assn. in Kansas City will be 
delivered Tuesday afternoon by Sam 
M. Arnold, Kirksville, Mo., dealer, His 
subject: “Southwestern Means Business 
in 1955.” Arnold is president of the 
regional group. 


TION) will be told at the afternoon 
session by John Ryan _ Doscher, 
official of LIFE magazine. 

Albert M. Cole, administrator of 
the Housing and Home Finance 
Agency, Washington, D. C., will 
speak on “The Roll of Government 
in Housing.” 

Friday “Special” 

For the first time, SLA members 
Friday morning will join in a break- 
fast discussion session for owners 
and managers only of mutual prob 
lems, 


These Exhibitors Will Greet You at 67th Annual 
Convention of Southwestern Lumbermen’s Assn. 


Municipal Auditorium —Kansas City. Mo.-January 235-27. 193.5 


FIRM NAME AND OFFICE 
Acme Brick Co., Fort Worth, Tex. 


Allied Building Credits, Inc., Kansas City, Mo. 335 
Aluminum Co, of America, Pittsburgh, Pa. 
American Cabinet Hardware Corp., Rockford, lil, 


BOOTH NO. 
186 Chicago, lil. 


Barrett Division, Allied Chemical & Dye Corp., 279 


Belknap Hardware & Mfg. Co., Louisville, Ky. 312 
Bird & Son, Inc., East Walpole, Mass. 
Black & Decker Mfg. Co., Towson, Md. 


106-107 
165-166 


473 

258-259 
American Sash and Door Co., Kansas City, Mo. 285 
American Screen Products Co., Miemi, Fle. 
American Sisalkraft Corp., Attleboro, Mass. 
Americon Zinc Institute, Inc., New York, N. Y. 
Anderson Corp., Bayport, Minn. 
Armstrong Cork Co., Lancaster, Pa. 
Ash Grove Lime & Portland Cement Co., 

Kansas City, Mo. 

Atlas Paint & Glass Co., Kansas City, Mo. 


7 
210-211 
419-426 
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Blish, Mize & Silliman Hardware Co., Atchison, Kan. 
Builders Specialty Co., Kansas City, Mo. 

E. L. Bruce Co., Memphis, Tenn. 

“Building Tailor’ Service, Ponca City, Okla. 

Camco Supply Co., Inc., Mission, Kan. 

Philip Carey Mfg. Co., Cincinnati, Ohio 

Carney Co., Mankato, Minn. 

Al Carr Lumber Co., Ponca City, Okla. 

Ceco Steel Products Corp., Peoria, Ill. 
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FIRM NAME AND OFFICE BOOTH NO. 
Celotex Corp., Chicago, Ill. 255 
Certain-teed Products Corp., Ardmore, Pa. 194 
Chi-Nomel Paint & Varnish Co., Oklahoma City, Okla. 214 
Clarke Sanding Machine Co., Muskegon, Mich. 170-171 
Columbia Mills, Inc., Syracuse, N. Y. 193 
Columbian Steel Tank Co., Kansas City, Mo. 138-139 
Consolidated Cement Corp., Fredonia, Kan. 257 
Cook Paint & Varnish Co., N. Kansas City, Mo. 280-281 
A. C. Cooke Co., Kansas City, Kan. 
Cooper-Goforth Bidg. Material Co., Kansas City, Mo. 
Cuckler Mfg. Co., Monticello, lowa 
Curties Companies, Inc., Topeka, Kan. 
Demert & Dougherty, Inc., St. Louis, Mo. 
Dewey Portland Cement Co., Kansas City, Mo. 
Diamond Lumber Co., Kansas City, Kan. 
W. S. Dickey Clay Mfg. Co., Kansas City, Mo. 
Dierks Forests, Inc., Kansas City, Mo. 
Douglas Fir Plywood Assn., Tacoma, Wash. 
Dyke Bros., Kansas City, Mo. 
Emporia Tent & Awning Co., Emporia, Kan. 
U. S. Epperson Underwriting Co., Kansas City, Mo. 
Flintkote Co., New Orleans, La. 
Forslund Pump & Machinery Corp., Kansas City 
Four States Supply Co., Carthage, Mo. 
Frantz Mfg. Co., Sterling, Ill. 
Freeman Lumber Co., Kansas City, Mo. 
Frost Lumber Industries, Div. of Olin-Mathieson 
Chemical Corp., Shreveport, La. 
R. M. Fry Creosoting Co., Hugo, Okla. 
L. F. Garlinghouse Co., Inc., Topeka, Kan. 
General Door Mfg. Co., West Bend, Wis. 
Glas-Kraft, Inc., Lonsdale, Rhode Island 
Glidden Co., St. Louis, Mo: 
Goodjohn Sash & Door Co., Leavenworth, Kan. 
Granite City Steel Co., Granite City, Ill. 
Great Western Paint Mfg. Co., Kansas City, Mo. 289-290 
Jack Hoeynck Agency, St. Louis, Mo. 471 
Home Plan Book Co., St. Paul, Minn. 188 
Humboldt Brick & Tile Co., Humboldt, Kan. 203 
Independent Nail & Packing Co., Bridgewater, Mass. 421-422 
Indiana Lumbermen’s Mutual Ins. Co., Kansas City, Mo. 325 
Industrial Publications, Inc., Chicago, Ill. 160 
Inland Steel Products Co., Kansas City, Mo. 236-237 
Insulite Division, Minnesota & Ontario Paper Co., 240-241 
Minneapolis, Minn. 
Johns-Manville Sales Corp., New York, N. Y. 234-235 
Kaiser Aluminum & Chemical Sales, Inc., Chicago, Ill. 433 
Kansas Wholesale Lumber Co., Wichita, Kan. 177 
Keasbey & Mattison Co., Ambler, Pa. 316 
Kimble Glass Co., Toledo, Ohio 115 
Lafayette Farm Supply, Inc., Lexington, Mo. 118-119 
Lehigh Portland Cement Co., Kansas City, Mo. 250 
Lehon Co., Bellwood, Ill. 302 
David Linzer & Sons, Inc., Prairie Village, Kan. 116-117 
Local Trademarks, Inc., New York, N. Y. 164 
Lone Star Cement Corp., Kansas City, Mo. 260 
Long-Bell Lumber Co., Kansas City, Mo. 242-2 
Lowe Brothers Co., Kansas City, Mo. 2 
Lumbermen’s Supply Co., Kansas City, Mo. 


43 
27 
344.348 
and 112 
Lusco Brick & Stone Co., Kansas City, Kan. 336 


Machinery & Supplies Co., Inc., Kansas City, Mo. 299-300 
Macklanburg-Duncan Co., Oklahoma City, Okla. 253-254 
Marsh Wall Products, Inc., Dover, Ohio 200 
Martin Material Co., Kansas City, Mo. 332-333 
Masonite Corp., Chicago, Ill. 201-202 
McCann Metals Co., Kansas City, Mo. 

Midland Steel & Aluminum Co., Kansas City, Mo. 

Mid-States Lumber Co., Kansas City, Mo. 

Miller Brothers Supply Co., Wichita, Kan. 

Minnesota Paints, Inc., Oklahoma City, Okla. 


Kentuckians to Hear 
of Mortgage Credit 


A first-hand report of plans for 
obtaining mortgage funds for rural 
and small-town homes will be made 
at the golden anniversary convention Tenn 
of the Kentucky Retail Lumber 
Dealers Assn. at the Brown Hotel, 
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Louisville, January 10-12, It wil 

made by the chairman of the Ker 
tucky-Tennessee regional committee 
of the Voluntary Home Mortgag: 
Credit Program, G 
president of the National Life and dise them 
Accident Insurance ‘ 


D. Brook 


Theme for the Kentucky dea 


convention is “If you are plan: 


Monarch Cement Co., Humboldt, Kan. 303 

Leslie E. Morin Equipment Co., St. Joseph, Mo. 157-158 

Mullenax Supply Co., Wichita, Ken. 115 

Multiplex Display Fixture Co., St. Louis, Mo. 169 

M & W Office Machines, Inc., Kansas City, Mo. 430-431 

National Gypsum Co., Buffalo, N. Y. 

National Lock Co., Rockford, Ill. 

National Plan Service, Inc., Chicago, Il. 

Nebraska Bridge Supply & Lumber Co., Omaha, Neb. 

New Monarch Machine & Stamping Co., Des Moines, lowa 328 

Noll-Welty Lumber Co., Kansas City, Mo. 212-213 

O’Brien Corp., Oklahoma City, Okla. 434 

Osage Products Co., Eldon, Mo. 163 

Pacific Mutual Door Co., Kansas City, Mo. 195-196 

Patterson-Sargent Co., Kansas City, Mo. 

Peerless Products Co., Kansas City, Mo. 

Perma Products Co., Cleveland, Ohio 

Pittsburgh Plate Glass Co., N. Kansas City, Mo. 

Porter-Cable Machine Co., Kansas City, Mo. 

Putnam and Jones, Carthage, Mo. 

Pyramid Products Co., Kansas City, Mo. 

Ranch Brand Co., Farmington, lowa 

Red Cedar Shingle Bureau, Seattle, Wash. 

Renfro Lumber Co., Kansas City, Mo. 

Richards & Conover Hardware Co., Kansas City, Mo. 

Rileo Laminated Products, Inc., Manhattan, Ken. 

Rounds and Porter Co., Wichita, Kan. 

Rowe Mfg. Co., Golesburg, Ill. 

Ruberoid Co., New York, N. . 

Rudiger-Lang Co., New Orleans, La. 

Rust Sash & Door Co., Kansas City, Mo. 

Lloyd St. Clair Lumber Co., Kansas City, Mo. 

Sargent & Co., New Haven, Conn. 

Schutte Lumber Co., Kansas City, Mo. 

Seal-Rite Mfg., McCook, Neb. 

Seidlitz Paint & Varnish Co., Kansas City, Mo. 

Sewall Paint & Varnish Co., Kansas City, Mo. 

Shapleigh Hardwore Co., St. Lowis, Mo. 

Shipping Utilities, Inc., St. Lowis, Mo. 

Simpson Logging Co., Seattle, Wash. 

Skil Corp., Chicago, Il. 

Southern Pine Assn., New Orleans, La. 

Southwest Lumber Mills, Inc., Phoenix, Ariz. 

Stebbins & Roberts, Inc., Little Rock, Ark. 

Stowe Hdwe. & Supply Co., Kansas City, Mo. 

Superior Fireplace Co., Baltimore, Md. 

Syncro Corp., Oxford, Mich. 

Tamko Asphalt Products, Inc., Joplin, Mo. 

Townley Metal & Hardware Co., Kansas City, Mo. 

Tri-State Lbr. & Shingle Co., Kansas City, Mo. 

Twin City Concrete Products Co., Kansas City, Kan. 

United Brick & Tile Co., Kansas City, Mo. 

U. §. Gypsum Co., Chicago, Hil. 

Universal Atlas Cement Co., U. $. Steel Corp. 
subsidiary, Pittsburgh, Penn. 

U. S.-Menge! Plywoods, Inc., Kansas City, Kan. 

G. W. Van Keppel! Co., Kansas City, Mo. 

Waggener Paint Co., Kansas City, Mo. 

Wagner Mfg. Co., Cedar Falls, lowa 

Wallace Mfg. Co., N. Kansas City, Mo. 

Weather-Lox Products Co., Kansas City, Mo. 

Weatherproof Co., Cleveland, Ohio 

Weatherproof Products Corp., Kansas City, Mo. 

Weather-Tite Window Co., Kansas City, Mo. 

Western Pine Assn., Portland, Ore. 

Weyerhaeuser Soles Co., St. Paul, Minn. 

Wheeling Corrugeting Co., N. Kansas City, Mo. 

Ben H. Williams, Inc., Kansas City, Mo. 

Wood Conversion Co., St. Paul, Minn. 

Wyeth Co., St. Joseph, Mo. 

Zegers, Inc., Chicago, Ill, 

Zephyr Vent Awning Co., Inc., Kansas City, Kan. 


Zonolite Co., St. Louis, Mo. 293-294 


to build anything—see your lumber 
dealer first.” Seventy-five exhibitors 
will pack available space in the 
trown Hot«! to display for dealers 
new products and how to merchan 


Speakers who will put meat be 
tween the slices of entertainment at 
the Kentucky get-together will in 
clude Dr. Frank Goodwin, market- 


Co., Nash 
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ing professor at the University of 
Florida; Dr. J. L. Brakefield, public 
relations director for the Liberty 
National Life Insurance Co., Bir- 
mingham, Ala.; Fred Smith, vice- 
president of the Gruen Watch Co., 
Cincinnati, Ohio; Gates Ferguson, 
advertising director for the Celotex 
Corp., Chicago; R. C. Kuhlman, ex- 
ecutive secretary of the Cincinnati 
Lumber and Millwork Assn.; H. R. 
Northup, executive vice-president of 
the National Retail Lumber Dealers 
Assn., Washington, D. C., and H. L 
Shannon, president of the Kentucky 
organization. 


Texans Charter Corp. 
to Aid Financing 


The Lumbermen’s Association of 
Texas has, through its membership, 
fully subscribed and chartered the 
Lumbermen’s Investment Corp., a 
$500,000 vehicle to finance Title I 
improvement loans, Title II and VA 
mortgages which are originated by 
the retail lumber dealers of Texas. 

According to President H. L. 
Richards, of New Braunfels, the 
corporation was set up because such 
financing was non-existent or in- 
adequate in more than 600 small 
cities and towns of the state. 

The association was determined 
to do everything possible to meet 
this need. More than 80 per cent of 


the original stock has been paid in 
and the balance is for sale to asso- 
ciation members. More than 400 re- 
tail yards are represented in the orig- 
inal subscription. Stock will be sold 
to yard managers on a salary deduc 
tion plan, 

Home offices of the new corpora- 
tion will be in the American Nation- 
al Bank Building at Austin. Branch 
offices will be set up. 

This corporation fits beautifully in- 
to the set-up of the Voluntary Mort- 
gage Credit Program, for the wide- 
spread servicing of small-town mort- 
gages has blocked the ready disposal 
of this paper in the past. 

Officers of the Lumbermen’s In 
vestment Corporation are as follows: 
President, W. S. Drake Jr., Calcasieu 
Lumber Co,., Austin; First Vice- 
President, Arthur Temple Jr., Tem 
ple Builders Supply, Diboll; Second 
Vice-President, J. Lee Johnson III, 
Cicero Smith Lumber Co., Fort 
Worth; Secretary-Treasurer, Gene 
Ebersole, LAT, Austin. 

Directors: H. L. Richards, New 
Braunfels; Arthur Temple Jr., Di 
boll; Paul McHargue, Midland; J. L 
Foxworth, Dallas; Warren F. Keys, 
Marshall; W. H. Curry, Waco; P. J. 
Goodnight, Dallas; S. S. Forrest, 
Lubbock; W. S. Drake Jr., Austin; 
J. Lee Johnson III, Forth Worth; 
John Armstrong, San Angelo; Ralph 
Campbell, Fort Worth; E. D. Eber 
sole, Austin; J. W. Gillett, Alpine; 
Lionel L. Campbell, Temple; Mrs 
Isla Herring, Laredo; and F. R 
Weddington, Waco. 


BUMPER STICKERS IDENTIFY ASSOCIATION MEMBERS 


Catching the light at night from the car behind, these new auto bumper stickers 
identify owners of trucks and cars as members of the Oklahoma Lumbermen’s 
Assn. In addition to the association seal, they bear the message “Repairing — 
Remodeling — Building? See Your Lumber and Building Material Dealer 
FIRST.” Putting on the first bumper sticker here is OLA’s president, Alfred L. 


Leonhardt of Oklahoma City. 
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ABNER U. TAYLOR of Jackson, above. 
is new president of the Tennessee 
Building Material Assn. Also elected 
at the December board meeting were 
Vice-Presidents James F. Parkes, Law- 
renceburg; William E. Hodges, Morris- 
town, and Pacaud Bell, Jackson. Ralph 
Cockrum, Knoxville, is treasurer; Flem- 
ing Smith, Nashville, national direc- 
tor, and Hamilton Wallace, Nashville, 
group insurance trustee. 


itsa DATE 


SOUTHWESTERN Lumbermen’s 
Assn. January 25-27, Municipal Au- 
ditorium, Kansas City, Mo. Exhibits. 

MIDDLE ATLANTIC Lumber- 
men’s Assn. February 2-4, Chalfonte 
Haddon Hall, Atlantic City, N. J. 
Exhibits. 


TENNESSEE Building Material 
Assn. February 8-10, Nashville. 

VIRGINIA Building Material Assn. 
February 16-18, Hotel Roanoke, 
Roanoke. 


LOUISIANA Building Material 
Dealers Assn. March 16-17, Jung 
Hotel, New Orleans. Exhibits. 


CAROLINA Lumber and Building 
Supply Assn. March 15-17, Radio 
Center, Charlotte, N. C. Exhibits. 


MISSISSIPPI Retail Lumber Deal- 
ers Assn, March 24-25, Buena Vista 
Hotel, Biloxi. Exhibits. 


WEST VIRGINIA Lumber and 
Builders Supply Dealers Assn. March 
25-26, Greenbrier Hotel, White Sul 
phur Springs. Exhibits. 

GEORGIA Building Material Mer- 
chants. March 28-30, Radium Springs 
Hotel, Albany. 

TEXAS Lumbermen’s Assn. April 
3-5, Will Rogers Memorial Coliseum, 
Fort Worth. Exhibits. 

FLORIDA Lumber and Millwork 
Assn. April 21-23, Soreno Hotel, St 
Petersburg, Fla. 
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ESCUTCHEON DESIGNS 





TUL? 





iTAR HPT RIAL 


The Schlage Lock Co., Dept. SBS, 
San Francisco, Calif., has introduced 
five new lock and escutcheon designs 
for residential and commercial in- 
stallation. 

The “Star” design, made _ in 
10%2”"x6%” and 7”x4%” sizes, is a 
double starburst 

The “Tulip” design, in two sizes, 
has a concave face. 

The “Saturn” has a 6” raised circle 
escutcheon with a small concave sur- 
face on the knob. 

The “Imperial” is a large escutch- 
eon for exterior doors, used as a 
companion for the smaller square 
“Regent,” an escutcheon for interior 
doors 


All models 


key-in-knob 


feature 


aaa 








design. They are available in bror 
brass, and aluminum, with all star 
ard finishes, except the “Star,” w! 
is made in brass and bronze on 


Write for Pl. Use coupon below. 


PRIMED HARDBOARD 


Primecote Presdwood has been 
nounced by the Masonite Cor 


Dept. SBS, Laurel, Miss. The smoot 


even undercoating is applied | 


special process 


The neutral gray color is an ex 


cellent base for any color o1 
type of paint, enamel, or lacq 
Primecote Presdwood comes in 
of either 4x8’ or 4x12’ and in 
eral grades and thicknesses 
standard and tempered, 3/16” te: 
pered, 4” tempered, and 4” Pan 
wood. 


It is available to dealers in mix¢ 


freight cars 
Write for P2,. Use coupon below. 


AWNING WINDOW UNITS 


A line of heavy-duty aluminu 
awning window units and com! 
tion awning and fixed-light unit 
announced by Ware Laborat 
Inc., Dept. SBS, P. O. Box 37, R 
side Station, Miami, Fla 
In the model shown 
factory-installed center sill opera 
gives balanced operating force 


above 
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nating torque lag and the problem 
if left- and right-hand operators 
\ cover plate protects the sill mech- 
inism and prevents dirt from col- 
lecting. The vents lock tight without 
accessories, over double - contact 
veatherstripping. 

Another unit features top and 
next-to-bottom fixed lights, with two 
next-to-top lights operating inward 
ind bottom light opening outward 
for controlled air circulation. 

The Econ-O-Wall units offer great 

iriety of fixed and operating units 








JANUARY, 1955 


P10 Pil P12 P13 
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Title 
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for window walls from nine standard 
sizes. 

The Econ-O-Ware awning window 
features two operating lights and a 
fixed center light. 

The Monumental window is de- 
signed to meet the most rigid re- 
quirements for schools, institutions, 
hospitals, and commercial! buildings. 
The windows are adaptable to un- 
usually large openings because of 
their structural strength and heavy 
strip-proof compound operators. 
Write for P3, Use coupon page 41. 


PEG-BOARD PROMOTERS 





To help dealers sell more perforated 
hardboard, three additions to the 
Peg-Board line have been introduced 
by the Masonite Corp., Dept. SBS, 
Box 777, Chicago 90, Ill, They in- 
clude Peg-Board “space savers,” 
fixture kits, and closet trees. 

The space savers are 4%” or 4" 
Peg-Board in sizes 1'\4' x 4 and 1’ x 
4’. Packaged five or 10 to bundle, 
depending on thickness, the panels 
are intended for sale to customers 
who need smal! pieces for application 
between exposed studs, 

Four fixture kits for use with Peg- 
Board panels are designed for a 
workshop, closet, utility room, or 
garden tools. 

The closet tree has “arms” that 
extend out to hold clothes hangers. 
They are adjustable up and down 
on the closet pole and swing in and 
out to permit access to other areas 
of a closet, 

Write for P4, Use coupon page 41. 


HORIZONTAL WINDOW 


The Copco Steel and Engineering 
Co,, Dept. SBS, 14035 Grand River 
Avenue, Detroit 27, Mich., has enter- 
ed the aluminum window field with 
a sliding model that features self- 
storing combination screen and 
storm sash, 

Glass panels are easily removed 
from inside the house for cleaning. 
Copco’s plan is to ship the window 
knocked down even to the frame 
sections, lowering the shipping costs. 
The unit can be assembled by a 
home-owner with only a screw 
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driver. It is also available complete- 
ly assembled and glazed, packed in 
cartons for off-the-shelf merchandis- 
ing. 

Size range accommodates any 
opening up to 8'x4’, 

Write for P5. Use coupon page 41. 


VENTILATING AWNING 


The Easy-Awn is a ventilating wood 
awning that can be assembled and 
installed by the home-owner. Units 
for window and door canopy instal- 
lations are offered by the Hough 
Shade Corp., Dept. SBS, Janesville, 
Wis. 

The Easy-Awn consists of two 
wooden side pieces, metal brackets 
for mounting, five pieces of standard 
beve! siding, patented spring clips 
for holding the siding in place, and 
a face moulding. 

The Easy-Awn units not only offer 
the retail dealer the advantage of 
small storage space requirements, 
but permit the home-owner to dis- 
assemble them and store them for 
the winter in a minimum of attic 
space, 

Write for P6, Use coupon page 41. 


ASBESTOS-CEMENT ROOF 





The Ruberoid Co., Dept. SBS, 500 
Fifth Avenue, New York 36, N. Y., 
has introduced a new asbestos-ce- 
ment roofing shingle that overcomes 
the high application costs often as- 
sociated with fire-proof roofings. 

Called American Thatch, the 12” 
x 24” shingle has thatched edges. It 
is applied with a 2%” headlap and 
4” sidelap to emphasize this thatched 
effect. To increase security, the 
roofing is put on with specially- 
designed storm anchors as well as 
with nails. 

American Thatch is produced in 
blends of white, black, green, brown, 
and red. It is surfaced with Ruberoid 
Duroc for added protection. 

Write for P7. Use coupon page 41. 


PUTTYLESS WINDOWS 


The Donley Brothers Co., Dept. SBS, 
13970 Miles Avenue, Cleveland 2, 
Ohio, announce the addition of an 
improved no-putty type window to 
their standard line of basement and 
utility windows. 

A tight joint is maintained be- 
tween the glass and the sash mem- 





ber by means of a felt gasketing. 
Five clips with projecting lugs en- 
gage the inclined slots in the sash 
member — two on each side of the 
pane and one clip centered at the 
bottom of each pane. 
Write for P8. Use coupon page 41. 


PRIMER, KNOT SEALER 


With a new sealer, WP-578-P, pri- 
mer and sealer may be applied in one 
application on knotty-grade woods. 
The new formula was developed by 
the Western Pine Assn., Dept. SBS, 
510 Yeon Building, Portland 4, Ore. 

The knot sealer originally was de- 
veloped to prevent knot discolora- 
tion burning through painted sur- 
faces, and thus allows increased use 
of exterior economy siding for paint- 
ed use, 

Some 20 manufacturers will pro- 
duce the sealer. Names may be ob- 
tained from association headquar- 
ters. 

Write for P9. Use coupon page 41. 


GABLE-END WINDOW 


Requests for a Thermopane insulat- 
ing double-glass window shaped to 
fit the gabled end of a hipped roof 
have led to development of such a 
unit by the Libbey-Owens-Ford 
Glass Co., Dept. SBS, 608 Madison 
Avenue, Toledo 3, Ohio. 

Five-sided units are available for 
such window openings, provided 
none of the angles are less than 45 
degrees or any one edge less than 
8”. The unit eliminates sash mem- 
bers and mullions. 

Write for P10. Use coupon page 41. 


ALUMINUM WINDOW 


The Reynolds line of aluminum 
double-hung windows now features 
a new “etched and lacquered” finish. 
It is made by the Reynolds Metals 
Co., Dept. SBS, 2500 S. Third Street, 
Louisville, Ky. 

This satin-soft matte finish elim- 
inates the shine and glare associated 
with metal windows. It blends un- 
obtrusively with any interior wall. 

A sloped sill assures improved 
drainage. Other features are a con- 
tinuous condensation lip at the sill, 
continuous lower-sash lift, formed 
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upper-sash lift with curved finger 
grip, sweep-lock latch, plastic weath- 
erstripping at head and sill, and 
stainless steel weatherstripping at 
the jambs 


Write for Pll. Use coupon page 41. 


PARQUET PLYWOOD 


Sea Swirl brushed fir plywood par 
quet squares now come in three new 
sizes 12” square, 16” square, and 
24” square. This interior grade 5/16’ 
plywood is made by Associated Ply- 
wood Mills, Inc., Dept. SBS, P. O 
Box 672, Eugene, Ore. 

Sea Swirl squares are packaged 
in labeled cartons. They contain 96 
pieces of 12” squares; 40 pieces of 
16” squares, or 24 pieces of 24 
squares 


Write for P12. Use coupon page 41. 


SLIDING GLASS DOORS 





Capri sliding glass doors offer a 
choice of two different models from 
one basic unit, made by T. V. Walker 
and Son, Inc., Dept. SBS, P. O. Box 
547, Burbank, Calif. 
Interchangeable top and bottom 
rails of anodized aluminum. offer the 
customer the choice of the combina- 
tion hardwood ash and anodized 
aluminum, or an all-anodized alumi- 
num unit at slight extra cost. These 
doors feature Schlegel mohair pile 
weatherstripping on all sides. The 
snap-in glass bead permits glazing 








of 3/61”, 7/32 
glass without change of bead 
Write for P13. Use coupon page 4! 


PLASTIC SURFACING 


A new line of decorative plasti 
facing has been announced by t! 
Consoweld Corp., Dept. SBS, W 
consin Rapids. Wis 

The line includes 46 patterns ar 
colors. Two types—Consoweld 10 a 
6—are available. Consoweld 10 
designed for on-the-job applicatior 
especially Do-It-Yourself project 
is applied directly over plaster wa 
gypsum lath, sheathing-grade p! 
wood, or cinder and cement bloc! 

Consoweld 6 is used by both an 
teur and professional craftsmen 
is widely used on furniture, do 
fixtures, cabinets, and other equi; 
ment for both horizontal and vert 
surfaces 


Write for P14, Use coupon page 41! 


STEEL GARAGE DOORS 








Stanley steel overhead garage cd: 
are announced by the South 
States Lron Roofing Co., Dept. SB 
P. O. Box 1159, Savannah, Ga 

Made of 24-gauge steel, Star 
doors are zinc-coated and prin 
painted at the factory. Integral h 
zontal stiffening and_reinfor: 
members permit architecturally 
rect spacing of lights 

These fully-weatherstripped d 
are activated by large coiled spru 
that float the door open and b 
without noise or effort. All hardwart 
is made by the Stanley Work 

Write for P15. Use coupon page 41! 


WOOD-GRAINED COATING 


Sapolin Paints, Inc., Dept. SBS 
East 42nd Street, New York, N. ¥Y 
has developed a new pigmented f 
ish that gives full color and a w 
grained appearance to all ext 
rough wood surfaces 

It is made especially for us 
exterior woods on ranch-type, sp 
level, and shingle houses. It uti 
weather-defying oils and perman« 
color pigments, yet does not cont 
any creosote, It is made in six c« 

Write for P16. Use coupon page 4! 
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crystal, or 4” plate 


ENAMEL COLOR SYSTEM 


Decornama Colors 





[he Decorama color system and a 
omplete merchandising and ad- 
ertising program to help dealers 

announced by the Lowe Brothers 
Co., Dept. SBS, Dayton, Ohio. 

The Decorama colors are made in 
both Mellotone flat wall enamel and 
Vello-Gloss semi-gloss enamel so 
that dealers can offer matching 
olors for walls and woodwork, Both 
enamels are odorless, fast-drying, 
and long-wearing, 

The manufacturer offers a pro- 
motional package that includes 
newspaper ad mats, radio spots, 
vindow displays, posters, and other 
point-of-purchase material. The dis- 
play shown here holds actual color 
chips of the enamels. 

Write for P17. Use coupon page 41. 


REVOLVING PARTS BIN 


‘he Spin-A-Bin is a new revolving 
parts bin, made by the Walker Bag 
Co.,, Dept. SBS, 1505 Broadway, 
Cleveland, Ohio 

Made in two sizes of heavy welded 
teel, the bins are made with either 





four tiers and 20 divided sections, or 
with three tiers and 15 divided sec- 
tions 

The Spin-A-Bin saves floor space 
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and provides a neat, easy method of 
storing and displaying parts at the 
same time. 

Write for P18. Use coupon page 41. 


GARAGE DOOR DESIGNS 





Eight different garage door designs 
are made by applying 2%” wide 
moulding of different lengths to the 
face of a standard door, made by the 
Steel Door Corp., Dept. SBS, 359 S. 
Jessie Street, Pontiac, Mich. 

These mouldings are connected by 
standard sized corner pieces, to form 
designs to fit various styles of homes. 
In addition to the eight standard 
designs, other designs can be created 
by the architect or home-owner to 
suit individual tastes. 

The garage doors are made in four 
standard sizes: 8'x7’, 9'x7', 16’x7’, and 
18’x7’. Special sizes can be ordered. 

Write for P19. Use coupon page 41. 


VERSATILE WINDOWS 





An aluminum window, said to rival 
wood windows in price, is announced 
by the Solar Corp., Dept. SBS, 1313 
Solar Street, Fort Worth, Tex. 

The design of this window allows 
it to be closed to rainfall, yet open 
for ventilation. A portion of the 
window's glass panels remains sta- 
tionary, while others can be opened 
at will. The glass is imbedded in 
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plastic for complete weather protec- 
tion. 

Jobbers can assemble the window 
units with unskilled labor and sim- 
ple tools. 

Write for P20. Use coupon page 41. 


STORM, SCREEN DOOR 


A combination storm and screen 
door has been added to the line of 
redwood and aluminum storm win- 
dows made by the Buckeye Screen 
and Weatherstrip Co., Dept. SBS, 
1378 South 22nd Street, Columbus 
6, Ohio. 

The aluminum door is made of a 
special alloy, heat-treated for tough- 
ness and long wear. 

Both panels can be changed from 
screen to glass in a matter of sec- 
onds. The door can be tailored to fit 
any opening and assures the owner 
of a sag-free, permanent fit. 

Write for P21. Use coupon page 41. 


VERSATILE MIXER 


The Tractormix not only mixes con 
crete but provides such extra serv- 
ices to a farmer as mixing feed, seed, 
or fertilizer, even washing vegeta- 
bles. It is made by the U. S. Forge 
and Foundry Co., Dept. SBS, Pulaski, 
N. Y. 

No gasoline engine or hooking up 
an electric motor is involved. To use 
the Tractormix, the workman backs 
up to the unit, slips on the P. T. O. 
coupling, drops in the draw pin, 
kicks up the jack, and is ready to 
mix concrete. 

The Tractormix mixes the concrete 
on the way to the job. The 7%-cubic- 
foot drum delivers from three to 
four cubic feet of mixed concrete a 
minute. 

Write for P22. Use coupon page 41. 


VIBRATOR-TYPE SANDER 


A popular-priced, vibrator-type elec- 
tric sander for both professional and 
home use has been developed by the 
Weller Electric Corp., Dept. SBS, 808 
Packer Street, Easton, Pa. 

This model 700 features a full 25 
square inches of sanding area, yet its 
low design permits operation under 
radiators and other restricted areas. 
It is also ideal for nearly all rubbing, 
waxing, or polishing jobs. Unlike 
many sanders of its type, it takes 
considerable pressure for faster wood 
removal. 

Write for P23. Use coupon page 41. 


PACKAGED DUCT SYSTEM 


A complete, pre-packaged perimeter 
duct system for a six-room house 
is now offered by the Ralph Manu- 
facturing Co., Inc., Dept. SBS, Box 
188, Wadsworth, Ohio, 


Each system includes registers, 





return air material, and plenum 
chambers. Extra individual-run 
packages are available for larger 
jobs. 

These Jenkins Pre-Paks come in 
four perimeter units: 414.” and 6” 
individual round-pipe systems, and 
4Y,” and 6” extended plenum sys- 


tems, with either floor or side-wall 
diffusers, 
Write for P24. Use coupon page 41. 


SASH BALANCE UNIT 


The Master-Matic one-piece sash 
balance combination combines a 
smooth-operating balance with posi- 
tive weatherseal, applied as a unit. 
It is made by Master Metal Strip 
Service, Inc., Dept. SBS, 1720 North 
Kilbourn Avenue, Chicago 39, IIL. 

No lubrication or adjusting of any 
mechanism is required. The Master- 
Matic automatically adjusts for any 
shrinkage or expansion of the win- 
dow due to atmospheric conditions. 

Write for P25. Use coupon page 41. 


NON-MORTISE HINGE 


Faster hanging of wood residential 
doors is assured by a new non-mor- 
tise hinge made by the McKinney 
Manufacturing Co., Dept. SBS, 1715 
Liverpool Street, Pittsburgh 33, Pa. 

The hinge is applied with only a 
screw driver. Made of heavy-gauge 
wrought steel, the leaves of the 
hinge, when closed, telescope into 
a single thickness of meta] that 
assures a clearance of 1/8” between 
door and jamb on the hinge side. 
Alignment is automatic. 

The hinge is made in a 314” size 
in three finishes—dull brass plated, 
nickel plated, and bonderized prime 
coat, It fits doors up to 1-3/8” thick. 

Write for P26. Use coupon page 41. 
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IT'S NEW! 


For full details of these new prod- 
ucts you might profitably sell or use 
in your business, send your name and 
address with the names of the items 
you want to: IT’S NEW, Southern 
Building Supplies, 806 Peachtree 
Street, N. E., Atlanta 5, Georgia. 


BEST-VENT double-hung windows 
now feature a versatile fin trim and 
nailing fin, permitting the builder to 
fit the window to any through-wall 
thickness of wood frame construc- 
tion. Nailing fins are inserted into 
the grooves on the fin trim for quick 
installation, 


NATIONAL HARDWARE’S solid 
aluminum screen and combination 
storm door cylinder key lock fea- 
tures one-piece assembly that simpli- 
fies installation or replacement. It 
is adjustable for metal or wood doors 
from %” to 1%” thick. 


THERMOPANE insulating glass 
units, for sealed double glazing, now 
are offered in three larger sizes. They 
measure 93” x 4814”, 93” x 60%”, 
and 93” x 36”. They are of 4” plate 
glass with a 4%” air space. 
STEELCRAFT aluminum double- 
hung windows feature a solid rubber 
glazing bead, both stainless steel 
and rubber weatherstripping at all 
points of air filtration, and concealed 
spiral balances. 


WALLGRIPS are hollow-wall screw 
anchors. Popular sizes are packaged 
in colorful containers to catch the 
eye of Do-It-Yourself customers. 
“How to” pamphlets are supplied for 
customer use. 


KWIKSET lockset line now includes 
round, square, and star-shaped ro- 
setts made in all popular finishes. 
The 5%” trim rosettes are easily 
installed with the 5” backset latch. 


KENTILE CORKTONE is a new de- 
sign in resilient asphalt tile, featur- 
ing random natural cork tones, It is 
made in light, light-medium, medi- 
um, and dark shades. Each tile is 
9” square, %” thick. 


HANDY HORSE is a Federal all- 
metal folding sawhorse. Weighing 
only 10% pounds, it has a rated 
capacity of 500 pounds, It will not 
wiggle or warp under heavy loads. 


DECOR-EZE is Bolta’s self-adhesive 
vinyl covering material for easy wall 
decoration. It consists of a washable 
vinyl face sheet, coated with ad- 
hesive, and protected by a paper 
backing that is removed before in- 
stallation. 


FLORTITE is a new tool that permits 
the workman laying floors to draw 
a strip up tightly and then hold it 
against the back-last, while driving 
nails at the same time. Fiortite is 


used on all DM materials includin, 
2” plank flooring. 


LINE-O-HEAT low-cost lineal heater 
prevents freezing of water pipe 
pumps, roof valleys, eaves, and hous« 
gutters. This electric heating taps 
comes in two types—double or single 
strand loop. 


HEPPNER’s magnetic power-latch 
retails for only 49 cents, yet has a 
10-pound holding force. It is used on 
screen, closet, and other heavy door 
to keep them firmly closed, even if 
warped or sagging. 

INGERSOLL plumbing products in 
clude two new water closets and 
four new vitreous china lavatori« 

The designs are harmonious with 
Ingersoll steel bathtubs. 


PERMITE is a spray enamel with a 
high gloss. Comes in 12 non-toxi 
colors for the Do-It-Yourself trad 
The spray head is guaranteed. 


ROC-EDGE Throw-Away Blade for 
power saws is said to last two t 
three times as long as ordinary 
blades, yet it costs less and is throw: 
away when dull. It is made of nickel! 
hardened chromed steel in two size 
6” and 8”. 


IMPERIAL medicine cabinets in a 
full range of patterns and colors have 
been introduced to match the In 
perial Dress-atory line of bathroon 
vanities. The medicine cabinet 
range in width from 30” to 59 


RALSTON aill-aluminum louvered 
windows are completely weathe 

sealed at horizontal louver edg: 

with flexible translucent viny! strip 

providing a semi-hermetically sealed 
unit. All actuating hardware is con 
cealed in the frame. 


FIRE-SNUF is a self-extinguishin 
panel for application in skylightin, 
in industrial buildings and institu 
tions. These flame-resistant Resolit« 
panels are translucent, made of fibe: 
glass polyester resins. 


TRIMCO steel interior door jam! 

are easy to install, easy to clean, and 
decorate with a new bevel desig: 

They guard against plaster cracks at 
corners, 


REPUBLIC Steel Kitchens wal! 
oven cabinets are designed to tak« 
wall ovens made by several manu 
facturers. The double-door under 
oven compartment holds cookir 
utensils. 


SHERMAN FORK-LIFTS ar 
tachments for tractors for mechan 
ed material-handling on off-pave 
ment surfaces. They are designed fo 
use on Ford tractors. 
SHEFFIELD BULL DOZER remov: 
paint and varnish from any surface 
quickly and safely. It is non-fla: 
mable. 

WELLER SOLDERING kits includ: 
a 250-watt soldering gun, Kesté 
solder, cutting and smoothing tip 
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double-end wrench, and two instruc- 
tion booklets. Ideal for home work- 
shops 


GOODYEAR ALL-VINYL flooring 
now comes in 36” and 27” widths. 
It is available in seven marbleized 
styles and two plain colors. 


SCRUSWIV adjustable wheel-type 
casters compensate for uneven floor 
surfaces. They are used on kitchen 
and laundry appliances, office furni- 
ture, industrial carts, hospital equip- 
ment, and similar applications, 


BLAKE BRICK-SPACER is a sim- 
ple gadget that enables amateur 
bricklayers to align brick perfectly. 
It greatly strengthens the wall, It is 
a sheet of steel 2%"x2\%" stamped 
out in the form of a small platform 
resting on four triangular prongs, the 
thickness of a mortar joint. 


AJAX SPRING-EZE flexible door 
stop eliminates injured ankles and 
toes, lost rubber tips, and cleaning 
difficulties, It is a flexible steel 
pring with vinyl! plastic tip. 


ROCKLIN WAGON HARDWARE 
now comes in a kit that makes it 
imple for a farmer or home handy- 
man to build his own straight-side 
wagon box, 


CORONET CARRARA plastic tile is 
now made in 8%"-square giant size. 
Like the 4%” tile, it is made in 11 
colors 


RUUD ALCOA alloy automatic gas 
water heaters come in four models 
to meet all residential needs, They 
are operated with natural, mixed, 
manufactured, and LP gases. They 
are guaranteed 10 years, 


GRAMWOOD wall! panel kits are 
stocked with gum, striped African 
mahogany, birch, plain sliced wal 
nut, and rift oak plywood. Designed 
to better acquaint the home-owner 
with the Gramwood plywood line, 
the kits are priced from $2 to $22. 


VERSA-RAILINGS and Versa-Col- 
umns are wrought-iron stair railings 
and columns that can be installed 
quickly by the home-owner, Adjust- 
able fittings permit vertical adjust- 
ment of railing sections for leveling. 


CHEM-REM is an improved black 
Speco paint, resistant to acids and 
alkalies. This one-coat paint is rec 
ommended for both interior and ex- 
terior use on metal, masonry, or 
wood, 


WHITE-RODGERS has announced 
a room thermostat designed for such 
electric heating installations as radi 
ant-cable heat, radiant-glass panels, 
radiant-electric baseboards, and rub- 
ber panels, 


YALE AND TOWNE’'S Prestige line 
of matching door knobs and switch- 
plates is made of hand-decorated por- 
celain, Designs include a floral spray, 
wild fowl, two rose patterns, and 
plain black or white, All are trimmed 
with 24-karat gold, 
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BUILT-IN RANGE 






£ int 
Copper 


& Ld 





A new easy-to-assemble cabinet for 
built-in gas cooking equipment 
measures 254%” deep, 28” high, and 
66” wide. A rustic sign announces 
“Antique Coppers by Chambers.” 

Of natural knotty pine with 
wrought iron hardware, the unit is 
made either with simulated doors 
or with doors that open into cabinet 
space for literature. 

Contact: Chambers, Dept. SBS, 
2464 North Meridian Street, India- 
napolis, Ind, 


SHOWER DOOR FOLDER 


A simplified, easy-to-read, comic- 
book type folder, N-180, shows 
home-owners how to install their 
own Permalume “Double-Rollaway” 
tub enclosure. 

The bright yellow folder feature's 
a buffonish “chief engineer,” Vermin 
S. Hammerhead, who explains the 
step-by-step procedure in three 
pages. The fourth page tells how to 
overcome abnormal conditions or un- 
usual problems. 

Contact: Shower Door Co. of 
America, Dept. SBS, 1301 Chattahoo- 
chee Avenue, N. W., Atlanta, Ga. 


KEEPS HARDWARE NEAT 


National hardware is now sold in a 
“Select-A-Pak” slide box with ace- 
tate cover that keeps merchandise 
clean and sorted. 

Displays and counter layouts have 
been designed by the manufacturer 
to fit modern wall, island, and gon- 
dola fixtures. The retailer selects 
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from a number of different assort- 
ments of cabinet hardware, forged 
iron hardware, shelf hardware, 
furniture trim, cabinet locks, screws, 
and bolts. 

A display board or panel with 
mounted hardware is given free with 
a purchase of any one of the several 
assortments. 

Contact: National Lock Co., Dept. 
SBS, Rockford, Il. 


FIR-DOOR SALES KIT 


To promote the industry’s re-styled 
line of decorative fir panel doors, the 
Fir Door Institute has prepared a 
sales kit that is free to dealers. 

This kit includes 10 copies of a 
booklet featuring the entire line of 
panel doors in 45 decorative com- 
binations; a brightly colored, space- 
saving counter dispenser for the 
booklets; two 27”x13” window ban- 
ners; newspaper ad mats in three 
sizes, featuring interior, entrance, 
and garage doors. 

Contact: Fir Door Institute, Dept. 
SBS, Tacoma 2, Wash. 


CHAIN TOWEL-RACK 





A free display is offered to dealers 
with the purchase of two Towelinks 
—~chains of heavy solid brass plated 
with pure chromium that attach to 
bathroom walls as decorative towel 
holders. 

The Towelink is made in four sizes 
—18", 24”, 30”, and 36” in either 
single or double drape. 

Contact: Miami Cabinet Division, 
Philip Carey Manufacturing Co., 
Dept. SBS, Cincinnati 15, Ohio. 


KITCHEN PLANNING BOOK 


Youngstown Kitchen dealers now 
offer consumers an “Answer Book 
to Kitchen Planning and Decorating.” 

Outlining basic planning facts, the 
four-color booklet describes and 
illustrates straight-wall, L-shaped, 
U-shaped, and corridor kitchens. Re- 
productions of fabrics, enamels, floor 
coverings, wallpaper, and paints are 


included to suggest decorating 
schemes, 

Contact: Mullins Manufacturing 
Corp., Dept. SBS, Warren, Ohio. 


PLASTIC TILE DISPLAY 





Three plastic wall tile displays are 
available for Wilson Lockback deal- 
ers. 

Two of the displays feature re- 
volving mechanisms to permit selec- 
tion of shades of tile and trim that 
go well together. 

The third shows how the tile and 
various trims look when applied to 
walls. It shows how the tile is locked 
to the wall, how reinforcing ribs add 
durability, and how moisture is 
sealed out. 

Contact: Wilson Plastics, Inc., 
Dept. SBS, Sandusky, Ohio. 


“TALKING” FAN DISPLAY 


A sound recording behind the Stew- 
art Kitchen-Aire’s “Talking” display 
board tells the complete sales story 
of the “multiple-vent” roof and wall 
ventilating fans. 

Additional aids to this display 
board are the Kitchen-Aire fan, 
scales, and thermometer. 

Contact: Stewart Industries, Inc., 
Dept. SBS, 320 East St. Joseph 
Street, Indianapolis 2, Ind. 


CHALK LINE DISPLAY 


A merchandising display holds two 
layers of King Cotton chalk line, 
packaged in bright blue and yellow. 
It contains 50° balls of No. 15, 18, or 
21. 

Contact: John H. Graham and Co., 
Inc., Dept. SBS, 105 Duane Street, 
New York, N. Y. 


DO-IT-YOURSELF IDEAS 


Six Do-It-Yourself ideas are ex- 
plained for the home-owner in a 16- 
nege booklet offered by an insulation 
manufacturer. 

Projects covered include: Insulate 
Your Home, Finish Your Attic, Add 
A Room, Enclose Your Porch or 
Breezeway, Finish Your Garage, and 
Finish Your Basement, The booklet 
also includes design ideas and a table 
showing how work can be financed. 

Contact: Owens-Corning Fiberglas 
“orp., Dept. SBS, Toledo 1, Ohio. 
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National Gypsum Boosts 
Three Production Men 


The National Gypsum Co., Buffalo, 
N. Y., has advanced Lewis B. Crow- 
ell, George E. Koch, and W. J. Sprau 
to newly-created positions of Pro- 
duction Managers. 

Lewis R. Sanderson, National Gyp- 
sum president, announced that Crow- 
ell will be responsible for the com- 
pany’s Eastern Gypsum Division, It 
consists of plants in Akron, Ohio; 
Baltimore; Clarence Center, N. Y.; 
New York City; Portsmouth, N. H.; 
and Savannah, A graduate of Rens- 
selaer Polytechnic Institute and a 
former reporter for Dun and Brad- 
street, he has served 18 years in the 
building materials industry. 

Koch will be responsible for the 
company’s Western Gypsum Divi- 
sion. This includes plants in Fort 
Dodge, Ia.; Medicine Lodge, Kan.; 
National City, Mich.; Rotan, Tex., 
and Shoals, Ind. He is a graduate of 
Wagner College and the New York 
University Graduate School of Busi- 
ness Administration. He has been in 
the Building materials industry since 
1936. 

Sprau will be in charge of the 
Paper Division, including plants at 
Garwood, N. J.; Kalamazoo, Mich.; 
Newburgh, N. Y., and Pryor, Okla., 
and the company’s insulation board 
plant at Mobile, Ala. He is a graduate 
in chemical engineering from Purdue 
University. 


More Cement from Plants 
in Houston and Dallas 


The General Portland Cement Co. 
is expanding its Dallas operations 
again, Capacity of General Portland’s 
newest plant, which was built in 
Texas in 1951, will be expanded by 
1,250,000 barrels of cement annually. 

New facilities will include a new 
425-foot kiln and additional grinding 
equipment, The new equipment is 
expected to be in operation about 
July 1. 

New facilities under construction 
at the company’s Houston plant will 
go into production soon, adding 1,- 
250,000 barrels of cement per year 
to the Houston capacity. 

The General Portland Cement Co. 
also has plants in Fort Worth, Tam- 
pa, Fla., and Chattanooga, Tenn. 


Open Worthington Exhibit 


An educational exhibit of basic 
industrial machinery was opened to 
the public at 99 Park Avenue, New 
York City, December 1, by the 
Worthington Corp. 

Nearly all displays permit the 
visitor to try out machinery himself, 
gaining an understanding of various 





NOW LUDMAN CORP. VICE-PRESIDENTS 


Promotion of three officials of the Ludman Corp. to viee-presidencies is an- 
nounced by President Max Hoffman. Ladman is the world’s largest manufaec- 
turer of window and jalousie products that are distributed internationally, 
These new vice-presidents, seen left to right above, are Carl Schilke, William 


Vollmer, and Henry W. Tavs. 

Schilke, left, is assistant to the president. He came to Ludman from the 
Reynolds Metal Co. 

Vollmer, center, is Ludman’s chief engineer. He is a member of the Ameri- 
can Society of Mechanical Engineers and of the Engineers Society of Detroit. 

Tavs, right, is a national marketing authority who heads Ladman’s sales 


and promotion, 


machines and what they accomplis! Sawdust Fills Holes 

The exhibit is divided into fi 
main sections—basic principles and On a recent trip through Missouri 
applications; home comfort; product and Kansas. Owen Stebbins. field 
for industry, business, and sy representative of the California Red- 
construction equipment at work, and : raat 
Worthington City. The last is a three Jhon, = patency = — 
dimensional diorama showing a con unk finish nails He put a little 
posite of community life as served glue in the hole, then filled it with 
by Worthington, fine wood sawdust. 

Stebbins pointed out that the 
dealer was using the same procedure 
recommended by a March, 1940, 
bulletin from the association. It 
uggests filling holes in redwood 
paneling with “redwood sawdust, 
very fine, with barely enough glue 
to make it stick.” 


Dinges Adds Door Lines 


Commander Door, Inc., has ap 
pointed the George J. Dinges Co 
building material manufacture! 
agent, as the sales organization fo: 
Commander and Western sectiona 
overhead garage doors and for 
Monarch interior flush doors 

From offices at 800 Peachtre« 
Street N. E., Atlanta, Ga., the Dinge 


Forms Technical Council 


firm will serve wholesalers and The American Welding Society has 
dealers in Florida, Georgia, and created a technical council to plan, 
Tennessee. review, and coordinate its varied 


technical activities. 

The new AWS Technical Council 
is composed of leading authorities 
in the welding industry. The chair- 
and general sales manager of the man is I, Morrison of Morrison Steel 
Celotex Corp., was elected president Products, Inc, Members are; R. W. 
of the Insulation Board Institute at Clark, General Electric Co.; G. O. 
the annual meeting recently Hoglund, Aluminum Co, of America; 
Chicago. He succeeded Flintkot: J. H,. Humberstone, Air Reduction 
J. Z. Hollmann Sales Co., Inc., AWS president; F. L. 

New vice president is E. K. Clar\ Plummer, Hammond Iron Works, 
vice-president of the Johns-Man\ junior past president; J. G. Magrath, 
Sales Corp. V. R. Belden, insulation ecretary, ex-officio; and S. A. Green- 
products merchandise manager berg, technical secretary of the so- 
the U. S. Gypsum Co., is treasure ciety, and as secretary for the council. 


Greenwood Heads |B! 


Marvin Greenwood, vice-president 
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2@.manufacturers NEWS 


ARCATA, CALIF.: The Redwood 
Division of the Simpson Logging Co, 
has changed its name to the Simpson 
Redwood Co, The name change ap- 
plies to Simpson’s mill operations at 
Klamath and Arcata, and to the red- 
wood sales organization at San Fran- 
cisco, headed by E. G. (Dave) Davis. 
Simpson Redwood Co, sales repre- 
sentatives are located in Dallas, New 
York, San Francisco, and Chicago. 


MINNEAPOLIS, MINN.: The Waco 
Manufacturing Co. has secured man- 
ufacturing and distribution rights 
for Gyp-C dry-wall tools from the 
Gypsum Ceiling Jack Co., Cedar 
Rapids, Iowa, The line includes 
jacks, props, and carriers. 


CHICAGO, ILL,: The American- 
Marietta Co. has acquired control 
of the 74-year-old Standard Lime 
and Stone Co. of Baltimore, Md. 
Standard operates nine plants in 
seven states producing portland ce- 
ment, crushed limestone, and chemi- 
cal lime. 


WARREN, ARK.: The Southern 
Lumber Co, recently honored its 
employees with long service records 
at a banquet. C. E. McKinney and 
Tom Green received 50-year pins, 
watches, and $500 savings bonds. 
B. H. Gill received a $100 bond for 
35 years, and Lee Ketchand, now 
retired, received a bond, pin, and 
watch for his 35 years. Other em- 
ployees received recognition and 
gifts. 


AMERICUS, GA.: Newest manu- 
facturing activity here is the Rymer 
Lumber Co., owned by J. H. Rymer. 
The plant makes loading pallets for 
the Albany Marine base. 


LOUISVILLE, ALA.; J. E. Daniel 
and Frank Daniel, of the Midway 
Lumber Co., have bought the planer 
mill formerly operated by M. D. 
Shirley. The Midway firm's mill at 
Clayton was destroyed by fire sev- 
eral weeks ago. 


BRAZIL, IND.: The Arketex Cera- 
mic Corp. has bought the Hydraulic- 
Press Brick Co, plant. It has been 
designated Arketex plant No. 4. 


WISCONSIN RAPIDS, WIS.: 
Frank E, McCarty has been named 
installation specialist for the Conso- 
weld Corp. He will work with field 
representatives and distributors on 
application of plastic surfacing. 


PHILADELPHIA, PA.: The Na- 
tional Metal Awning Assn. moved to 
new quarters December 15. The new 
address is third floor, 5921 North 
Broad Street, Philadeiphia 41, Pa. 


MEMPHIS, TENN.: George Hearn 
is now advertising manager for 
Huntington Industries, Inc. Formerly 
he was sales promotion manager for 
“Advertising South.” 
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DALLAS, TEX.: Sid Vendermiller 
is now regional factory sales repre- 
sentative for the new cross-corru- 
gated aluminum roll roofing made 
by the Quaker State Metals Co. From 
headquarters at 607 N. Buckner 
Boulevard, Vandermiller will travel 
Texas, Oklahoma, Louisiana, and 
Arkansas, 


NEW ORLEANS, LA.: The Cooling 
Tower Institute’s subcommittee on 
wood maintenance met in New Or- 
leans December 3 to discuss main- 
tenance of large industrial cooling 
towers. Willard E. Pratt, head of 
the California Redwood Assn. tech- 
nical division, represented his in- 
dustry at the meeting. 


CHARTERS OF INCORPORA- 
TION: Smith-Blackman Lumber Co., 
Smithfield, N. C. 


DALLAS, TEX.: William H. Mc- 
Combs has joined the Dicks-Pontius 
Co. as a sales representative for its 
line of caulking and glazing com- 
pounds and putties, He will call on 
building material firms throughout 
Texas. 


NEW YORK, N. Y.: The National 
Gypsum Co, has appointed Adam M. 
Wyant as assistant secretary. Since 
joining the company in 1946 he has 
served as assistant in the division 
of plant labor relations and adminis- 
trative assistant in the secretary’s 
department. 


CHICAGO, ILL.: The Zonolite Co., 
miner and processor of vermiculite 
lightweight plaster aggregate, has 
appointed Robert Wasem as a full- 
time program coordinator, This plas- 
ter specialist will increase awareness 
among architects and contractors of 
vermiculite’s advantages. 


BOCA RATON, FLA.: The Russell 
Reinforced Plastics Corp. of New 
York City has appointed Alexander 
C. H. Weiss as regional sales mana- 
ger operating from their Boca Raton 
piant. He wiil promote commercial 
applications of Tropiglas. 


MINNEAPOLIS, MINN.: R. H. 
(Hank) Jacobs fills the newly-created 
position of sales manager of the 
merchandising division of the Min- 
neapolis-Honeywe!l Regulator Co. He 
will be responsible for sales to the 
homebuilding market. 


ARDMORE, OKLA.: Dudley Lee 
Poe III represents the Ruberoid Co. 
in Oklahoma. He was graduated 
from the University of Tennessee 
last year with a major in marketing. 


CHICAGO, ILL.: W. F. Pruter Jr. 
is now assistant sales manager of 
plaster bases for the U. S. Gypsum 
Co. He replaced J. W. Polk, who was 
named district manager in northern 
Illinois. 


PROCTOR SALESMAN 


Ceeil H. Redfern, above, is a new 
member of the sales team of E. W. 
Proctor and Co., manufacturers’ agents 
in the Southeast for several lines of 
hardware, building board, and other 
materials. From Decatur, Ala., Redfern 
travels Tennessee and Alabama and 
west Florida. He is a graduate of the 
University of Georgia and a member 
of the Sigma Chi fraternity. He served 
two years with the U. S. Army in Ha- 
waii before joining his uncle’s agency. 


RICHMOND, VA.: Ruberoid’s new 
sales representative in central Vir- 
ginia is Kenneth G. Barrie. Formerly 
with the Capitol City Lumber Co. in 
Hartford, Barrie has been in the 
building materials field for eight 
years, 

MEMPHIS, TENN.: Charles D. 
Webster. has been appointed district 
manager in the South-Central terri- 
tory for the Barnes Manufacturing 
Co., maker of pumps and water 
systems. He will promote the full 
line in Alabama, Mississippi, eastern 
Arkansas, western Tennessee, and 
southern Kentucky. 


CLEVELAND, OHIO: Robert D. 
Albyn now represents the Tectum 
Division of the Alliance Manufac- 
turing Co. in Kentucky, West Vir- 
ginia, and four other states. Pre- 
viously he served as branch manager 
for the Union Asbestos and Rubber 
Co. and the Fiberglas Corp. 


NEW YORK, N. Y.: Standard- 
Toch Chemicals, Inc., has announced 
an expansion program for its oldest 
division, Toch Brothers, Named as 
sales manager was Louis G. Gordon, 
who joined the firm in 1930 and got 
his early training under the late Dr. 
Maximilian Toch. 


BALTIMORE, MD.: The Air Mas- 
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ter Corp., Philadelphia manufacturer 
of aluminum combination doors and 
windows and jalousie doors, has 
opened a Baltimore sales office and 
warehouse. Morris Gellar has been 
appointed manager. 


MASHABA, SOUTHERN RHODE- 
SIA: The Johns-Manville Corp. held 
an official opening of two more 
asbestos mines November 25 and a 
new central mill with an_ initial 
capacity of 20,000 tons of fiber an- 
nually. According to General Man- 
ager James R. Ewing of Rhodesian 
Asbestos Limited, the J-M Mashaba 
operations are the most modern in 
this area, 

LAUREL, MISS.: E. H. Karer has 
been promoted to manager of central 
planning at Masonite’s Laurel plant. 
He replaced J. J, Allegretti, who was 
transferred to Chicago to become 
manager of market research and 
product development. 

COLUMBUS, OHIO: The Perma- 
Stone organization recently marked 
the 25th anniversary of the founding 
of the firm by Edward Miller. Over 
300 Perma-Stone dealers in the 
United States celebrated locally. 

CHICAGO, ILL.: James C, Whit- 
ney has been named assistant mer- 
chandise manager for insulation 
sales for the Celotex Corp. For the 
last seven years, Whitney has been 
assistant to Vice-President Marvin 
Greenwood. 

RIVERTON, VA.: Edward I. Wil- 
liams, president of the Riverton 
Lime and Stone Co., Inc., has been 
re-elected president of the Virginia 
Manufacturers Assn 


Tennessee City First 
to Quality for Aid 


The City of Clarksville, on the 
Cumberland river in Tennessee, is 
the first to have a “workable pro- 
gram” for the elimination and pre- 
vention of slums and blight through- 
out the city within the meaning of the 
Housing Act of 1954 approved by the 
Housing and Home Finance Agency. 
Consequently, Clarksville was certi- 
fied by HHFA Administrator Albert 
M. Cole to obtain the various types 
of Federal assistance which are con 
tingent upon the workable program 

Clarksville is completing plans for 
a slum clearance and urban redevel- 
opment project that will comprise 
52 acres. It provides for clearing the 
worst slum in the city, including 114 
substandard dwellings, and redevel- 
opment of the area for industrial, 
commercial, and public re-use, An 
urban renewal project downtown is 
now under consideration. 

Clarksville has filed application to 
the Public Housing Administration 
for construction of 100 additional 
units and has submitted a certifica- 


tion of need for these dwellings. Th« 
city now operates two low-rent pub 
lic housing projects of 100 units each 

According to HHFA, the workab| 
program submitted by the city of 
Clarksville shows that the city ha 
met these seven essential objectiv« 
codes and ordinances, general com 
munity plan, neighborhood analyses 
administrative cooperation, financing 
and housing displaced families. 

As a result of Cole’s certification 
Clarksville has completed its first 
prerequisites under the Housing Act 
of 1954 for Federal assistance for 

1. Loan or grant (or both) fund 
from the HHFA Slum Clearance and 
Urban Redevelopment Division fo 
urban renewal projects involvin; 
clearance and rehabilitation in slun 
and blighted areas. 

2. Annual contribution, or capital 
grant funds for public housing, such 
aid to be provided by the Publi 
Housing Administration. 

3. Mortgage insurance by the Fed 
eral Housing Administration for r« 
idential rehabilitation and construc 
tion in an urban renewal area, under 
the new Section 220 of the Nationa! 
Housing Act. 

4. Mortgage insurance by the Fed 
eral Housing Administration for 
residential rehabilitation and con 
struction for moderate income fami 
lies displaced from their homes b 
governmental action, under the new 
Section 221 of the Housing Act 


Sell McCall Patterns 


Lumber dealers already are takin; 
advantage of McCall’s new line of 
woodworking patterns for Do-It 
Yourself handymen. The first 12 
patterns were introduced to McCall 
magazine readers in the Januar 
issue, 

McCall’s magazine has appoint 
ed Jackson Hand as its home project 
editor. He formerly was assistant 
editor of Better Homes & Garden 
editor of the National Furniture Re 
view, and technical editor of Camera 
magazine. Hand has worked on 
newspapers in Buffalo and Milwau 
kee. A graduate of the Universit 
of Wisconsin, he has four children 

Among the Southern and South 
western dealers selling the patter 
are Munford Do-It-Yourself Store 
Atlanta, Ga.; Stagg Supply Co 
Beaumont, Tex.; Howell Lumber Co 
Bryan, Tex.; Wright-Bachman Lun 
ber Co., Charleston, W. Va.; Dalla 
North Lumber Co., Dallas, Tex 
Jones Lumber Co., Fort Worth, Tex 

Village Lumber Co., Houston, Tex 
Purcell’s Do-It-Yourself Shop, Lex 
ington, Ky.; Long Bell Lumber C« 
Oklahoma City, Okla., Hanna Lun 
ber Co., Tulsa, Okla.; Bunting Hard 
ware Co., Kansas City, Mo., Longs 
Bell Lumber Co., Kansas City, Mo 
and Central Hardware, St. Lou 
Mo 
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Coppo Co. Changes 
Name and Sells Penta 


The name of the Coppo Co. has 
been changed to the King Chemical 
Co. Headquarters remain at 2342 
South Lauderdale in Memphis, Tenn. 

The King Chemical Co. has pur- 
chased the Package-Goods Division 
of the Chapman Chemical Co, in 
Memphis. King will now package 
and sell pentachlorophenol preserva- 
tives under the trade-names of Seal- 
Treat, Deep-Treat, and Deep-Treat 
Concentrate. These are in addition 
to King’s own copper-naphtenate 
preservatives, Coppo and Coppo 
Clear. 

The King firm will maintain ware- 
house stocks for the nation’s most 
complete line of ready-to-use wood 
preservatives at Tampa, Fla.; Char- 
leston, W. Va.; Jersey City, N. J.; 
Oakland, Calif.; Portland, Ore., and 
Spokane, Wash, 

King products will be sold only 
through wholesale distributors. 
Dealers are invited to obtain names 
of their nearest jobbers by writing 
to the King Chemical Co., P. O. Box 
1565, Memphis 6, Tenn, 


Ralph L. Smith Buys 
Wildwood Lumber Co. 


The Wildwood Lumber Co. in 
Wildwood and Red Bluff, Calif., was 
purchased last month by the Ralph 
L.. Smith Lumber Co. of Anderson 
for more than $500,000, according to 
A. B. Hood, Smith's vice-president 
and general manager. 

This acquisition gives the Smith 
firm a mill convenient to the some 
200 million feet of timber it pur- 
chased recently from the U. S. Forest 
Service. It opens up an extensive 
virgin territory 56 miles from An- 
derson, Calif. 

The Wildwood company purchase 
provides large planing mill capacity 
in Red Bluff and a sawmill at Wild- 
wood. Added to the output of mills 
at Anderson and Castella, the facili- 
ties will shoot the Ralph L. Smith 
Lumber Co. production to 125 million 
feet annually. 

This expanding firm started oper- 
ating in Shasta county in 1947. W. A 
Constans is sales manager. R. W. 
Mason is secretary-treasurer. The 
timber resource manager is Walter 
©. Hansen. A. L. Johnson, over 10 
years with the firm, will be general 
uperintendent of the Wildwood 
operation, 


Camp Firm Consolidates 


Stockholders of the Camp Manu- 
facturing Co., Ine., and the Lumber 
Sales Corp., both of Franklin, Va., 
effected a merger of the two firms 
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at a meeting on December 6 

Organized in 1943 to wholesale 
forest products in the area from 
North Carolina to New England and 
west to Ohio and Indiana, the sales 
corporation had handled practically 
all of Camp’s lumber output as well 
as stock from Southwestern mills. 

The consolidation will complete 
the sales planning program of the 
Camp Manufacturing Co. 


Paul Fox Now Heads 
Southern States Firm 


Paul H. Fox has been elected 
president of the Southern States 
Iron Roofing Co., which distributes 
sheet metal and other building prod- 
ucts from warehouses in 12 Southern 
cities. He formerly was sales man- 
ager of the Chicago central region 
of the Reynolds Metals Co., of which 
the Southern States firm is a sub- 
sidiary. 

Fox succeeds Frank O. Wahlstrom, 
of Savannah, as active head of 
SSIRCO. Wahlstrom announced his 
retirement as president due to ill- 
ness. He will continue, however, as 
a member of the Southern States 
board of directors. 

Luther Stein, former senior vice- 
president and general sales director 
of the Belknap Hardware and Manu- 
facturing Co. in Louisville, Ky., was 
chosen chairman of the SSIRCO 
board of directors. Stein retired last 
April from the Belknap position 
which he won in 1925 after serving 
as a director since 1919. 

Paul Fox joined Reynolds Metals 
in 1941. He was the firm’s assistant 
sales manager from 1945 to 1951. He 
then was made general sales man- 
ager of the Chicago office, which 
serves five midwestern states and 
parts of two others. In the Illinois 
city he was active in the Sales Ex- 
ecutives Club, State Chamber of 
Commerce, Community Fund, and 
North Shore Methodist Church. 


Speedy Thief Escapes 


After stepping out of her office 
“for less than five minutes,” a secre- 
tary for the Audrain Lumber Co. in 
Mexico, Mo., returned to find $924 
in cash missing from the top of her 
desk. 

She had taken the money from the 
safe for the daily deposit and laid 
it on her desk, with the money bag 
and a stapler over it. 

The only other evidence of a thief 
was a half-opened window, that no 
company employee had opened. 

After breaking a side window and 
reaching through to unlock the sash, 
burglars entered the Houston Lum- 
ber Co. office in Wichita, Kan. They 
stole 25 blank payroll checks and 
a rubber stamp. 
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GREGG & SON, INC. 
FRAMINGHAM, MASS. 


GENTLEMEN: Please send me Brochures and Prices on Gregg Corner 


Cabinets, 


NAME. —— | = 
COMPANY . — 
ADDRESS 

city 
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MILLWORK JOBBERS GIVE PREXIES PLAQUES AND AIR PROBLEMS 




















Past-presidents of the South- 
ern Sash and Door Jobbers 
Asen. were presented engraved 
“appreciation” plaques at the 
winter meeting in New Orleans 
last month, At right, President 
James M, Green shakes hands 
with W. Horace Woods, im- 
{ mediate p.p. Watching, from 
i left, are J. Reese Jones Jr., 
T. E. Addison Jr., W. A. Comp- 
ton, and L, G. Riecke. Jones 
and Addison received plaques 
in behalf of their fathers. 
Compton served in 1942-44, 
Riecke served in 1944-46, 


4% 
—_. > 


a 





BETTER SERVICE FOR BINSWANGER CUSTOMERS! Attendance at the December 2 meet- 
ing of the Southern Sash and Door 
Jobbers Assn. board of directors was 
exceptionally high, hence the photo 
above. Seated around the table, left 
to right, are W. S. Miller Sr., J. 
Reese Jones Jr., J. B. Carney, C. E. 
Hughes, Ken C. Johnson, Carl L. 
Bridenthal, R. C. Slack, Carter 
Wood, Ellis M. Wilson Jr., Vice- 
President David P. Steves, Presi- 
dent James M. Green, Secretary 
Thomas Birchfield, and L. G. 
(Sleepy) Riecke. 

Standing, left to right, are Ben L. 
Johnston, C, C, Landskroener, M. C. 
Davidson, A. C. Neff, Joseph M. 
Rubens Jr., John W. Rourk, W. 
Horace Woods, James R. Druhan, 
Merritt Sutherland, Maurice Long, 
W. F. Monsarrat, W. A. Compton, 
K. T. Casey, J. W. Zuber, W. W. 
Logan Jr., Jeffrey Folse, Dan E. 
Hardy, and Marvin Miller. 

Jobber meetings by regional lo- 
cation took ap “local problems” of 
members. The moderators were 





Quicker service for retailers in the Greenville and Florence, S. C., areas is the 
result of these two new Binswanger and Co, warehouses. The buildings incor- 
porate many of the materials distributed by this Richmond, Va., firm, such as 
Malibu sliding glass doors, Armstrong Cushiontone acoustical tile, steel Sun- 
Sash windows, Brasco entrance doors, Insulux glass block, Vita automatic opera- Horace Woods, Houston, Western; 
tion for windows glazed with Thermopane, Aklo hammered glare-reducing J. W. Zuber, Atlanta, Eastern; and 
glase, Vitrolite and Mirawal walls in restrooms, and Temlok, Fritz C. Mitchell W. A. Compton, Shreveport, Cen 
manages the Greenville warehouse, seen in top photo. Lou Winterhalter runs the 
Florence branch, shown in bottom picture. 





tral. 
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STRICTLY 
wholesale 


CHARTERS OF INCORPORA- 
TION: Callaham Lumber Co., Char- 
lotte, N. C.; Hamer Lumber Sales, 
Kenova, W. Va. 


JACKSONVILLE, FLA.: Benjamin 
Products Co., headed by George M. 
Benjamin, have been appointed dis- 
tributors in north Florida for the 
products of the U. S. Plywood Corp. 
and the Mengel Co. 


NEW ORLEANS, LA.: The Tulane 
Hardwood and Lumber Co. has been 
appointed wholesale distributor for 
Insulite structural, decorative, and 
acoustical insulating board; hard- 
board, and insulating wool, Its terri- 
tory includes parts of Louisiana, 
Mississippi, Alabama, and Florida. 


SUMTER, S. C.: The Dealers 
Wholesale Co., Inc., recently opened 
here to serve dealers throughout 
South Carolina. The firm has 35,000 
square feet of warehouse space for- 
merly occupied by the Imperial 
Lumber Co. Three outside salesmen 
offer retailers a general line of build- 
ing materials. Otis M. Arnold is 
president; C. D. Brunk, vice-presi- 
dent, and Logan L. Phillips, secretary 
and treasurer. 

JACKSON, MISS.: The Fred 
Thrasher Co. is now distributor in 
this area for Spacemaster folding 
doors. They are made by New Castle 
Products, Inc., makers of Modern- 
fold doors which the Thrasher firm 
already handles, 


MERIDIAN, MISS.: The Burdette 
O’Leary Lumber Corp., which has 


served retailers in Mississippi for 


25 years, has announced that it will 
split into “two separate, but friendly 
corporations.” The new firms are 
known as the Burdette Lumber 
Corp., supervised by A. D. (Red) 
Burdette, and the Paul O'Leary Lum- 
ber Co., under supervision of Paul 
O'Leary. The split was made “to 
afford broader opportunities for our 
sons, who will soon come into the 
businesses yor 

DALLAS, TEX.: After 32 years of 
operation in the same location, the 
Roddis Lumber and Veneer Co., Inc., 
has moved into a new office and 
warehouse building at 8200 Lovett 
Street. One of the most modern 
wholesale facilities in the state, it 
features seven loading docks, truck 


drive-in service, large display room, 


and 50,000 square feet. 


ST. LOUIS, MO.: The Henges Co., 
Inc., recently bought a $125,000 ware 
house to consolidate its three ware 
housing operations under one roof 
Company offices at 2814 Locust Street 
will remain the same. 












Visit us at the NAHB Show 
Booths No. 68-69 
at the Conrad Hilton Hotel 


Weatherproof 


HOMASOTE 


Roof Decking in 4 thicknesses —applied on raftey 
16’, 24'', 32" or 48°’ 0.c. Live load 200 ibs. per sq. ft 


— now available in new sizes, thicknesses and densities 





The oldest and strongest insulating-building board on the market is now 
available in a wide variety of sizes, thicknesses and densities —to meet every 
requirement for the sheathing of roof walls and floors... for exterior finish 


for interior finish of walls and c 
for the decking of flat, mono-slope, slo 
and pitched roofs... for underlayment 
wall-to-wall carpeting, 44” linoleum 
and plastic tile...for the making of 
as varied as swing-up garage doors, cl 
and bookcases. In every form, Homas: 
weatherproof and crackproof 


In its '%42” and *44e" thicknesses, it is a ible 


in sizes up to 8°x 14°; in the other thick 








it is normally provided in the sizes m« 
convenient for each particular applica 


all forms, it can also be supplied mut Striated and Wood-Textured panels — for 
order IN spec ial sizes and/or shay ri interior or exterior finish; 8 lengths, 16”, 
32" and 48° widths 





This material is highly moisture-re 








When a small amount of water is p | on a piece of 
Homasote, a bubble forms as shown the illustration | 
Allowing only for an extremely dry rox the bubble is | 
essentially unchanged the next day. A | many 
customers have found this a convin« lemonstration. 
We would like to send you a sample ; of Homasote 

for you to test for its weatherproof qualities —for nail- pote 
holding, sound-deadening and any orl st that has a <——R 
bearing on your immediate requirements. We will also ins 
send you detailed specifications literat covering all _— 2 
Homasote Boards. Please address your inquiry to : 


Department A-15. 


HOMASOTE com PA NY agg Underlayment Panels 


Trenton 3, New Jersey thick—in 4° « 4 units, 





2140" asphalt-free Sheath 
ing V-grooved in 2' «8 
panels, and (not grooved) 
| in sizes up to é a 4 
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NEW ORLEANS, LA.: Olivier, 
Inc., has been franchised as distri- 
butor for Youngstown Kitchens in 
35 southern Louisiana counties and 
counties in south Mississippi. 


MEMPHIS, TENN.: Central Wood- 
work, Inc., has announced the ap- 
pointment of Evans Horn as sales 
representative for northeastern Ar- 
kansas and southeastern Missouri. 
He replaced Darrell Spencer, re- 
signed. 


Seminar for Jobbers 


The Building Products Division of 
the Armstrong Cork Co. this month 
will resume seminars for the sales- 
men of wholesale distributors of 
their products at the home offices in 
Lancaster, Pa., according to F. O. 
Schweizer, manager of Armstrong’s 
promotion and sales training depart- 
ment, 

As at previous seminars, that to be 








held from January 17 through 21 
will present merchandising and ad- 
vertising tips for jobber salesmen, 
plus news of new products and prod- 
uct uses. 


HOUSTON, TEX.: J. A. Walsh and 
Co. now distributes the Martha 
Washington line of built-in ovens 
and broilers in southeastern Texas. 





NOW IN COLOR! the most completely 
engineered ALUMINUM SIDING... designed tor new construction and remodeling 


Life-time Aluminum Weatherboard! 


WITH THE BEAUTIFUL BAKED-ON ENAMEL FINISH 


“THE LIFE-GUARD OF 
THE AMERICAN HOME” 





° ae Your guarantee of a fast and perfect job is in | Sterter 
herent in this precision-engineered material itself... = St—“‘; SS*t:*tS 
self-aligning, positive positioning, Just nail it on, the job Back-up 
is done and that satisfied customer sells others Strip 

Check these Specificetions; «ss (<a OOOO noo 
SIDING PANEL— Individual a 
Corner ‘ AD 


Dimensions: Aluminum ,025” + ag 
thick, Panels 8” wide by : 
120” lon 15 panels per 
square (100 sq. ft. net cov- 
erage) 


Preparation: Chemically treat- 
ed and primed 

Finish: Finest Titanium Oxide, 
plus finest alkyd resin enamel 
factory baked and cured 
Weight: Approximately 50 
Ibs. per square 


Outside 
Corner Post 


Packing: One squore to car wit PR ocx 
ton, of panels interieaved a pseineri-igag 
with protective paper. 


ACCESSORIES— 


Same gauge, preparation and 
finish as siding panels, pack « 
ed in special marked cartons , 


"Window 
and Door Trim 





Write for full fects... 
Pius important Specifications 


and Appl ol aA ’ 


—_ Window 
and Door Moviding 


yt. 








LIFETIME INDUSTRIES, Inc. 


BOX SB + 629 BERGMAN AVE,, LOUISVILLE 3, KENTUCKY 








TO BECOME PLYWOOD 


Emmert B. Doub, a director of the 
Harbor Sales Co. in Baltimore and 
Washington, poses here in front of a 
huge log at the plywood mill of Har- 
bor’s British supplier in Lydney, Eng- 
land, with a Utile log typical of those 
used to produce boat plywood. Doub 
and President D. K, Covington recent- 
ly visited mills producing Utile in 
Britain and producing Utile (Gaboon) 
in Holland, in an attempt to meet 
Harbor’s orders for African mahogany 
types. Among the other products Har- 
bor distributes in the middle Atlantic 
area are Super-Harbord and Harborite. 


U. S. Plywood Buys All of 
U. S.-Mengel Plywoods, Inc. 


The United States Plywood Corp. 
has acquired the interest of the 
Mengel Co. in U. S.-Mengel Ply- 
woods, Inc., by exchanging shares 
in USP for the distributing firm 
stock. The 28 distributing units of 
this company are presently doing a 
volume of approximately $25 million 
a year. 

The acquisition is expected to in- 
crease U. S. Plywood sales by ap- 
proximately $15 million annually. 

The Mengel Co. will continue to 
supply U. S.-Mengel Plywoods, Inc., 
branches with several of its products, 
mainly doors. 

U. S. Plywood Corp. has also 
acquired 100-per-cent ownership of 
the manufacture and sale of Flex- 
wood and Kalistron. These opera 
tions formerly were conducted with 
the Mengel Co, and others. 

This move has resulted in the crea- 
tion of a new product section for 
U. S. Plywood Corp., called the Flex- 
ible Materials Division. Charles L. 
Westray is production chief in the 
new Louisville, Ky., plant. Warren 
E. Poitras is sales manager in New 
York City headquarters. 

Kalistron is a _ leather-grained 
vinyl plastic sheeting. Kalitex is a 
material of lighter weight with 
basket weave. Flexwood is a natural 
wood veneer, bonded to cotton back 
ing. 
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“THE HAWKS NEST” 


Charming riverside home and boathouse of 
Mr. Griffin T. Hawkins, District Attorney, 
Lake Charles, La. 












Left — Bathroom 
of Mr. Hawkins’ 
home, which uses 
AFCO in black 
with chartreuse 
walls for a dra- 
matic effect. 


“AFCO was installed three years ago in my 
home,” says Mr. Hawkins, “and has more 
than lived up to its recommendations. At 
the time I was selecting a wall covering for 
the bathroom, several people suggested 
AFCO. I have found it to be more than satis- 
factory. AFCO is long-wearing, attractive, 
moisture-proof, and very easy to care for. 
I certainly recommend AFCO as an ideal 
wall covering.” 


3 SMART STYLES 


TIL-LITE 
Pte ae 

Most popular design for kitchen and am ’ 
bathroom. Colorful tile pattern; attrac- ke | 
tive covering for entire wall or as thy “a { 
waiscoating. gaat es 

—— 

GLO-LINE 


Modernistic pattern gives beautiful 
effect in den, playroom, nursery. May 
be used vertically or horizontally to R 
achieve decorative effects. ey 
LL” 
t Satiny, mirrored surface. Very HI-LITE 
Bir eee Handsomely set off if \ 
by use of metal or hardboard ( ’ 

- moulding. Perfect for tradi- 
J tional or modern interiors. 


} 


Jobbers and Dealers: Write for catalogue. Jobber 
franchises available, write for details. 


A & F TILEBOARD CO., Inc. 


Alexandria, Louisiana 
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EXPANDED FIR DOOR 
PROGRAM OFFERS 
J AIDS TO DEALERS 


'54-'55 markets prove fir panel 
doors are more alive than ever 
ORDER FILES DON’T LIE 


December ‘54 orders tor fir panel 


doors were highe ears a result of growing markets, 
new designs and rung promotion 
A million and r new houses will be built in ‘55a 
market for 13 loors! Add the need for replacement 
of jerry-built loors—here are potential sales of 500 
doors for eve? y in the U.S.! 
Here's u ne lo help you get your share: 
1. NEW DESIGNS ed to the Popular Picture Panel line are 
h new louvre doors and new designs 
Dutch, interior and entrance doors, Prices 
he lowest of any quality doors 
2. NEW MARKETS | loors-as-decorator-pieces idea has 
1 tremendous new market among 
cious decorators and homeowners 
3. ADVERTISING jal coverage in consumer, builder and 
ect magazines. Colorful ads stress style, 
lependability—name lumber dealers 
‘ 
4. PUBLICITY ! ire 15 ot magazines ind newspapers 
ed stories on the ‘54 Picture Panel door 
r, newsworthy material will heep buyer 
fanned, point to lumber dealers as 
ce 
plus tpi kit of usable SELLING AIDS: 


+. 10 “DOOR DECORATOR” BOOKLETS 

Something entirely new in customer stop. 
pers. Features 1955 House & Garden colors 
on fie panel doors. Users select their own 
color combinations for any room inthe home, 


6. COLORFUL COUNTER DISPLAY 

Holds 10 Door Decorator booklets, shows 
full-color scale model doors. Simple, sturdy 
one-piece construction with plastic coating 
for long life. 


BRILLIANT BANNERS 
Hig banners for window, wall or displays. 
Simulates redecorating, remodeling sales. 


&. NEWSPAPER AD MATS 


, Feature free Door Decorator let, lise 
your line of interior, entrance and garage 
doors. 


i) SALES ES 4 seed : 
Goves you honest, tevable points to « 
odveawians of fir panel doors in oovie, weak 


ity and cost. 










FIR DOOR INSTITUTE, TACOMA 2, WASHINGTON 
RUSH MY FREE DOOR SELLING AIDS KIT 


STREET 


et your > 
of 13 milion 
door sales rare 


(Offer good only in USA) 
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200 Hear Talks on 
Jobber Management 


Substantial progress in the de- 
velopment of the National Building 
Material Distributors Assn. was re- 
ported at their annual November 
convention at the La Salle Hotel in 
Chicago. 

Some 200 building material dis- 
tributors from 34 states, as well as 
75 manufacturers, attended, 

Highlighting the program were 
four panel discussions, The first cov- 
ered “Diversified Lines and New 
Products of Interest to the Building 
Material Distributor,” moderated by 
R, W. Stone, Great Lakes Distribut- 
ing Corp., South Bend, Ind. 

Other participants and subjects 
were “Millwork”: A. J. Brewster Jr., 
Akron Sash and Door Co., Akron, 
Ohio; “Metal Specialties”: J. T, The- 
by, Lensing Wholesale, Inc., Evans- 
ville, Ind.; “Floor Coverings”: E. 
Friedman, Wesco Sales Corp., 
Bridgeport, Conn.; “Fiber Pipe”: 
A, P. Fisher, Wholesale Service Sup- 
ply Corp., Albany, N. Y.; “Plastic 
Laminates”: C. J. Friedl, Wholesale 
Service Co., Louisville, Ky.; “Orna- 
mental Iron”: Joe Nadler, Bins- 
wanger and Co., Inc., Richmond, Va.; 
“Hardwood Paneling”: A. D. Stam- 
baugh, Stambaugh Lumber Co., 


WM. CAMERON WHOLESALE GETS MODERN HOME 


William Cameron and Co., Wholesale, are now serving retail dealers from this 

new building at 222 Factory Street in Texarkana, Tex. It features over 40,000 

square feet of floor space and the latest type of warehousing equipment, display 

room, air-conditioned offices, covered dock, and extensive parking area. Over 

500 retailers, architects, contractors, and others were conducted through the 
plant at the opening. 


Youngstown, Ohio, and “Metal Awn- 
ings and Paint”: E. E. Hively, Mate- 
rial Supply Co., Springfield, Il. 

Brewster pointed out that “the 
adoption of modular standards and 
resultant elimination of many sizes 
have resulted in lower production 
and distribution costs.” 

During the second forum, on “Busi- 
ness Control,” J. F. Donahue, Great 
Lakes Distributing Corp., said that 
the traditional mark-up of the dis- 
tributor has not increased in recent 
years, despite higher operating costs. 


At the business meeting, R. R. 
Malone, Saltpoint Supply Corp., 
Syracuse, N. Y., was elected presi- 
dent. C. A. Haag, Springfield Builders 
Supply Co., Springfield, Ill., is new 
vice-president, and P. C. Buffum, 
Johnson Building Materials, Inc., 
Manchester, N. H., is treasurer. 

New directors from the South and 
Southwest include Charles Folsom, 
Hopkinsville, Ky., and W. N. Fry Jr., 
Memphis, Tenn., both elected for 
one year. B. W. Milling, Mobile, Ala., 
will serve as a director for two years. 








Worth Selling! Worth Talking About! 





ARMSTRONG Sealing Compounds 


Quick turnover—that is what you want in a line of specialties. And quick turn- 
over you can have with ARMSTRONG Sealing Compounds, because these products 
are a genuine necessity for every home. 


The distinctive labels on ARMSTRONG products insures buyer recognition— 
a factor which will ,help to keep stock moving out and profits moving in. 


3 GLAZING 
COMPOUND 
For Either Wood or Metal Sash 


"33" retains its life- 
giving oils, stays 
elastic, and keeps 
the bond between 
glass and sash 
permanently intact. 


“33” is of smooth, uniform consistency that takes initial 
set” at once, It can be painted immediately after appli- 
cation, “33"’ remains permanently E-L-A-S-T-I-C 
dries out or gets rock-hard. And never chips, cracks or 
loses its bond, Also ideal for patching nail holes and cracks 
before painting, setting plumbing fixtures, etc. 


“ 


Ordinary putty loses 
its “life,” becomes 
rock-hard, cracks, 
chips off. The bond 
between sash and 
glass is soon broken. 


never 





Rely-on 
CAULKING COMPOUND 


Protects Property — Saves Fuel 


An inexpensive way for home owners to 
eliminate Drafts, Dirt, Insects, Rust, Rot, 
Unsightly Holes and Cracks Inside and Out- 
side. “RELY-ON" adheres to practically any 
surface—wood, brick, glass, stone, tile, 
cement, masonry or plaster. 


“RELY-ON” stays permanently E-L-A-S-T-I-C. It 
does not dry out or become rock-hard and will not crack, 
chip or crumble. Available in both cartridges and in bulk. 


THE MAME OF YOUR NEAREST JOBBER WILL BE SENT UPOM REQUEST 





| tueaeeaanaa 


THE ARMSTRONG COMPANY 1001 East 103rd Street « Chicago 28, Illinois 
OTHER PLANTS: Detroit... Dallas... Richmond, California . . . Charlotte, N. C. 
Leading Manufacturer of Compounds for Glazing, Caulking, Sealing 


1911 
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HOME DESIGNING 


(Continued from page 28) 


bigger because families are larger. 
Last year there were one million 
families in which the third or 
fourth child was born. Hence, we 
need more bedrooms. 

This calls also for larger living 
rooms and even separate living 
areas for the several generations in 
the house. We must eliminate 
traffic jams in the bathrooms by 
providing more facilities for this 
purpose. 

All this adds square footage to a 
house, increasing the cost. So we 
find that our new home plans re 
flect these additional family re- 
quirements and high costs in their 
planning. We keep our square foot 
age down by using multi-purpose 
rooms a larger living room ac- 
commodates a dining area. A bed- 
room hall is widened, or a child’s 
bedroom area is shaped, to include 
a play area 

Advantage is taken of topog- 
raphy, on a sloping lot, to get addi 
tional space at one-half the cost 
for extra bedroom or play area 

Large areas of glass make small 
rooms appear larger. Sliding doors 
between living room and porch 
double the effective size of these 
rooms in warm months. A seldom 
used guest room has movable par- 
titions. We take advantage of our 
trend for informal entertainment 
in designing open kitchens, which 
make serving easy and permit the 
guests to help the housewife 

Carports do double duty as stor 
age space, work space, recreation 
area for rainy weather. Outdoor 
terraces, integrally designed with 
the house at little cost, can give us 
much needed space for outdoor 
dining and activities. They make 
better use of a small lot, catering 
to America’s new love for outdoor 
living. 

Our use of materials and mod 
ern technology help to keep thi 
cost down. We pour concrete slabs 
on grade. We use dry construction 
and eliminate plaster. Open plan 
ning not only gives us larger rooms 
but eliminates partition costs 

For flexibility we use a framing 
system which is independent of 
interior partitions. We use sand 
wich materials which form the out 
side and interior walls in one op 
eration instead of the former five 
Less than 2 inches thick, such ma 
terials save space over the usual 
10- or 12-inch thickness, which 


JANUARY, 1955 . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 














LOWEST PRICED 
AUTOMATIC 
GARAGE DOOR 
OPENER! 


OPERATES INSTANTANEOUSLY! 


BURGLAR PROOF— 
LOCK POST CONTROL! 


NO UPKEEP OR REPAIR COSTS! 


FULLY GUARANTEED 
FOR 11/2 YEARS! 


EASILY INSTALLED ON 
ANY OVERHEAD DOOR! 


Every homeowner a prospect for 
this unique DOR-O-MATIC electric 
garage door opener, costing so 
little yet providing that luxury touch 
to every home. Opens the door to 
the man of the house—your way to 
increase the sale of other products 
Best selling features are quick and 
easy installation, no maintenance 


upkeep or repair work required 


A COMPLETE 
PACKAGE UNIT 


Each complete package unit consists of post 


starter springs, wire, key switch, Button swit 
terminals and diagram for easy installot 


CHELSEA PRODUCTS 


INCORPORATED 


188 HUNTER STREET S 


MANUFACTURERS OF THE FAMOUS CHELSEA FANI 


YOUR KEY TO PUSH 
BUTTON CONVENIENCE 
































ATLANTA 2, GA 
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adds to the size of the rooms. 

Sloping or flat ceilings are left 
exposed, giving additional height 
and spaciousness while eliminating 
furred ceiling costs. The low- 
pitched roofs permit flexibility in 
planning and for future expansion 
and relieve us of the burden of 
paying for expensive gables and 
flashing. 

We choose materials not only for 
first cost but also for low mainte- 
nance costs. We use washable 
paints, brick, slate, cement, or cork 
floors for this reason. We use ply- 
wood or wood paneling on walls so 
finished that finger-marks can be 
wiped off. 

Colors are csrefully selected to 
add to the attractiveness of in- 
teriors, and to create tranquillity 
instead of tension. 

We use wide roof-overhangs to 
protect our exterior siding, to 
shade from the hot summer sun, to 
give a sense of shelter, and elim- 
inate the need for costly installa- 
tion and mainienance of down- 
spouts. 

The use of plastic ceiling sky- 
lights and ventilation permits in 
stallation of an extra bathroom, 
without outside lighting and the 


extra hall-space it might require. 

Houses are oriented to take ad- 
vantage of prevailing breezes for 
summer cooling. Trees are saved 
for this same purpose. Doors and 
windows are placed for ease of 
access to outside and also for cross 
ventilation and furniture place 
ment, 

Houses are located on the lot to 
provide privacy. Fences or plant- 
ing screens are provided where 
needed. 

In choosing materials and plan- 
ning a house, we also are concerned 
with its appearance. Preconceived 
ideas are poison here. It’s a pretty 
safe rule that if a planning solu- 
tion is thoroughly workable, it will 
produce an agreeable exterior. Just 
as an airplane’s appearance is de 
termined by its function and plan 
ning, so should be that of the house. 

Such are the reasons and philoso- 
phy behind this revolution in Home 
Design. The “New Look” results 
from basic needs and is not an 
arbitrary stylistic change or ex- 
periment which shortly will be 
thrown over for something new. 
More and more builders are ac- 
cepting it because it’s what mod- 
ern American families want. 


PUBLIC RELATIONS 


(Continued from page 29) 


Berry Street Lumber Company 
ever since the firm held its formal 
opening in November, 1952. And it 
is a practice that pays off, as this 
illustration proves 

“We have a contractor customer 
who, we believe, gives us just 
about all of his business,” said 
Manager J. B. (Bill) Nelson. 

“He builds fine, $50,000 houses 
and he has been our customer 
practically ever since we opened 
for business. During our relation- 
ship, however, there was a period 
of time when he left us with a 
sizable chunk of his business. He 
was attracted by the prices of one 
of our competitors, but eventually 
he came back to us and he told me 
why. He said: 

* *Bill, without bragging, I feel 
that my business is fairly impor- 
tant to a yard because I buy a lot 
of stuff. And I spent a lot of money 
over there. But do you know, as 
long as I traded there, I didn’t get 
any more attention than I would 
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have gotten for 25 cents worth of 
nails. The owner of the business 
didn’t even know me by name. So 
I decided I would bring my busi- 
ness back where I know it is ap- 
preciated.’ 

“Then,” Nelson continued, “at a 
Shrine party I met the wife of a 
friend for the first time, and was 
introduced to her as manager of 
the Berry Street Lumber Com- 
pany. The lady promptly told me 
how distinctly she remembered be- 
ing treated so well when she came 
to our yard to buy plywood for 
cornices. She said she had heard 
about our yard and I happen to 
know she drove past several other 
yards to get to us. And I am pretty 
sure she has told others what she 
told me.” 

There is other evidence that it 
pays to greet every visitor in the 
manner described. Everyone who 
voluntarily enters the store is, of 
course, almost a certain customer. 
They keep coming back, says Nel- 
son. And in addition to making 
people feel welcome and bringing 
them back, the practice makes it 
possible to wait on more customers. 

“When you go to meet them and 
get to them quickly,” he explains, 
“they conclude you have no other 
purpose than to help them, so they 
immediately declare the purpose of 
the visit. This eliminates a lot of 
small talk, weather talk, and en- 
ables us to wait on more people in 
a given length of time.” 

(It works that way in practice 
as well as in theory, too. Al Ran 
dell, assistant manager, was ob- 
served at this point—in our visit 
with Manager Nelson—to approach 
the glass front door, wait there for 
a man, an obvious stranger, and 
greet him with a simple, “Good 
morning.” There was a pause for 
a couple of seconds before the new- 
comer stated his need, whereupon 
Randell led the way promptly to 
the merchandise named.) 

“There is a certain technique 
about this approach, however,” 
Nelson resumed. “It can be over- 
done and it can be repellent to a 
visitor. So we try to make the ap- 
proach without fanfare and with 
out gushing. There is no prede- 
termined line of patter. The idea 
is to be at ease, put the customer 
at ease, and leave the impression 
we are completely at his service 

“At the outset in this approach, 
we don’t even introduce ourselves 
for it might look too much like a 
trick. We go about the business of 
waiting on the individual and if 
he wants a can of paint, for exam- 
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ple, while we are shaking the paint 
we will add, as if it is an after- 
thought, our name and extend the 
hand, That way we learn to know 
customers by name and, of course, 
we use the name when we know it. 

“Such a greeting can, and I be- 
lieve it does, help a man decide 
where he will buy merchandise 
when price is not a factor. By that 
I mean that prices are generally 
pretty close and we try to keep 
our prices that way. If prices are 
about the same everywhere and a 
customer is treated equally every- 


where, he has no reason to prefer 
to trade with any one yard. 

“By that circumstance and by 
the law of averages, one could lose 
a lot of business, with nothing to 
sway the customer’s preference to 
one yard. So the little extra we 
give in our greeting may make the 
difference. A little more attention, 
a little more evidence that we ap- 
preciate the business may help the 
customer decide to give us all his 
business.” 

Nelson was asked if the routine 


_ of greeting customers at the door 
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receives periodic attention in the 
regular weekly sales meeting each 
Monday morning at 7 o’clock.“‘No,” 
he replied, “but it probably should. 
We have all recognized the value 
of the practice to such an extent 
that it has become a habit with us. 
However, I do notice there are days 

as happens in any routine ac- 
tivity—when some of us seem to 
be preoccupied. I am glad that 
question was asked. We must give 
that greeting more attention in 
sales meetings.” 

Nelson believes there is one word 
that might serve as a satisfactory 
substitute for public relations. That 
word is “help-man-ship,” and he 
thinks it should be more widely 
employed in lumber yards and 
building supply stores. 

“Go into a men’s clothing store,” 
he invited. “You won’t get far be- 
fore you are cordially greeted. I 
believe we need more of that in 
lumber yards. Any yard manager 
can study the technique used in 
clothing stores and copy it to ad- 
vantage.” 

The Berry Street Lumber Com 
pany technique did not, however, 
originate in a clething store. It was 
imported from west Texas to Fort 
Worth by Nelson. “Out there, as 
everyone knows, are the friendliest 
people in the world,” he affirmed. 

“I was working in a lumber yard 
in Sonora, Texas. There were five 
of us and business was not too 
brisk. In fact, we were hungry for 
business. So in our conversation 
about how to get business, we de- 
veloped a variation of this greeting 
that kept our customers coming 
back. It seemed to work especially 
well because our only competitor 
was a somewhat cold-natured soul. 

“Out there in Sonora, people 
didn’t have to park in front and 
walk into the store. In their pick- 
up trucks they drove into the yard 
back of the office. Among the five 
of us the one to first see a pick-up 
driving in, or the one who was 
fastest on his feet, bolted for the 
back door. One of us generally 
managed to be waiting beside the 
pick-up as the customer turned off 
his engine and prepared to get out 
I just modified the idea and put it 
to work here on Berry street.” 
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industry is a boom in gross sales. 
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GOOD P. O. SYSTEM 


(Continued from page 30) 


perintendent. He posts to the in- 
ventory card in the visible index 
file all withdrawals from stock and 
all receipts for inventory. Each 
card shows date, order or requisi- 
tion number for disbursement or 
receipt, quantity in, quantity out, 
and balance on hand. 

The visible tab identifies the ar- 
ticle inventoried, its number, cost, 
retail price, and location by sec- 
tion, aisle, and bin. Room is left for 
a product description and mini- 
mum and maximum inventories. 

The superintendent notes on his 
inventory card when an item has 
been re-ordered and also acknow]l- 
edgment of shipping order. The 
latter action permits him to safely 
anticipate and promise delayed de- 
liveries to customers. 

Every 30 days the superintend- 
ent runs a recap to get an over-all 
picture of inventory condition. 

The suppliers’ file is broken 
down by material category, such 
as plumbing supplies. Under that, 


the file is classified as to product— 
fixtures, soil pipe, copper tubing, 
etc. Suppliers are arranged alpha- 
betically within each category, 
Crocker explained, so that any 
changes in prices, length of ship- 
ping time, or other detail affecting 
purchasing is noted. 

“By keeping our fingertips on 
precise conditions offered by each 
supplier, we can more readily se- 
lect our best source of supply.” 

Bills are always paid by the 
purchase order and not by the in- 
voice listing. This prevents this 
dealer from absorbing or accepting 
a price rise after an order is placed. 
Printed on the complete purchase 
order form is this statement: 

“It is hereby agreed that the 
following material and/or labor 
will be furnished with prices as in- 
dicated and delivered to .. . (de- 
livery point).” 

The P. O. form includes date, 
name and address of supplier, de- 
livery point, quantity, unit, de- 
scription, unit price, and total. It 
has checking places for ‘“confirm- 
ing phone call” and “original 
order,” and requires a “by” signa- 
ture underneath the firm name. 

“Having the warehouse super- 


intendent responsible for all mate- 
rial handling upon the receipt of 
orders,” Crocker continued, “leaves 
more time for me to buy at the 
best prices out of town. Routine 
re-ordering on the basis of requisi- 
tions saves me more time which I 
profitably use in working more 
closely with the sales force on big 
projects that call for close bids. 

“Our sales force is better in- 
formed on current prices at all 
times.” 

“I set up appointment schedules 
with the local representatives of 
suppliers on Tuesdays and Thurs- 
days. This reduces the time usually 
required of a building supply deal- 
er by salesmen who just ‘drop in.’ 
It permits me to give better atten- 
tion to planned transactions with 
individual supplier representatives, 
and thereby save time for them 
and us.” 

The Broyhill Supply Company’s 
purchase order and inventory sys- 
tem measures up to the two goals 
for records management cited in 
Small Marketers Aid No, 1 of the 
Small Business Administration. 

These goals are: “cutting errors 
to a minimum and improving the 
efficiency of all paperwork opera- 
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tions.” 

This SBA bulletin is available 
from any SBA or U. S. Department 
of Commerce field office. It’s en- 
titled “Records Management in 
Smaller Stores,” by the president 
of the National Records Manage- 
ment Council in New York, Robert 
A. Shiff. Copies may be obtained 
free also from the Small Homes 
Administration, Washington 25, 
D.C. 


TAX EFFECTS 


(Continued from page 31) 


unreasonable accumulated earn- 
ings. 

Another advantage of conducting 
your business as a sole proprietor 
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his estate. 
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business. You are not considered 2239 North Knox Avenue Chicage 39, Ilinois 


sliding windows 


Extruded sill with adequate weep holes and drip pan, pro- 
vides quick drainage with no danger of sill rot 








Name "ALLMETAL” Reg. U. S. Patent Office 





JANUARY, 1955 .. . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 63 





62 JANUARY, 1955 . . . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 

















an employee and therefore can not 
participate in an employee pension 
or retirement plan — nor in the 
$5,000 tax-free death benefits per- 
mitted under the new law. 
Certain partnerships may also 
elect to be taxed as corporations. 
The partnership must not have 
more than 50 members. No partner 
having a 19% interest in the profits 
or capital of the partnership may 
have more than a 10% interest in 
any other partnership reporting as 
a corporation, Furthermore, capi- 
tal must be a material income-pro- 


ducing factor, or 50% or more of 
the partnership’s income must con- 
sist of gains, profits, or income ob- 
tained from trading as a principal, 
or from buying or selling real 
property, stock, securities, or com- 
modities for the account of others. 

Partners should discuss this new 
part of the income tax law (section 
1361) with their accountants to see 
if some tax savings might result by 
reporting as a corporation. How- 
ever, after you once make the 
change, you can not revoke it un- 
less there is more than a 20% 
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change of ownership in the profits 
or capital of your partnership. 

When you conduct your business 
as a partnership instead of a cor- 
poration, you are not subject to 
unemployment taxes unless you 
have four or more employees. Such 
taxes may be as high as 2.7% of 
payrolis on earnings up to $3,000. 

If you are doing business as a 
corporation, your tax will be com- 
puted on dividends received and 
your salary. Your salary reduces 
the corporation's profit, which is 
reported on a separate form (1120). 
If your corporation owns capital 
stock of another corporation and 
receives dividends, only 15% of 
these are subject to tax. A partner- 
ship must pay tax on the total 
dividends received. 

Expenses of forming a new cor- 
poration—‘“organization expenses”’ 

hereafter may be written off 
over five years or more, thereby 
reducing net profit and tax. Prior 
law permitted the write-off only 
when a corporation was liquidated, 
or by direct charges to the surplus 
account when written off annually. 
The new law, however, applies 
only to organization expenses in- 
curred or paid after enactment of 
this new rule. 

Officers of a corporation, as em- 
ployees, participate in any profit- 
sharing or retirement plans, and 
payments made to the plan are 
legitimate, deductible expenses. 

But corporations have several 
disadvantages when compared to 
partnerships. They are more close 
ly controlled by state laws. Profits 
above $25,000 are subject to surtax 
of 52%. Profits are taxed twice 
first when earned and then when 
paid to stockholders as dividends. 
The new law excludes $50 of divi 
dends from income and allows 4% 
tax credit on dividends received 
after July 31, 1954, but the re 
mainder is still taxed twice 

If dividends are not paid, the 
corporation may be subject to a 
penalty tax for accumulating an 
unreasonable surplus. The new law 
places the burden of proof on the 
government and exempts the first 
$60,000 of surplus, but the tax 
penalties are severe 27.5% of 
the excessive surplus up to $100,- 
000, and 38.5% of the amount 
above that. 

To determine the relative tax 
advantage of the partnership o1 
corporation, compare the taxes 
paid by all partners with the taxes 
paid by the corporation on its 
profit, plus taxes paid by the 
owners on their sales, plus taxes 
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payable on the future dividends 
from the current year’s profit. 

The tax question, however, is 
only one of several to consider 
before deciding to change from the 
partnership to the corporation 
form — or vice-versa. For example, 
as a partner you have an equal 
voice in the management of the 
business. But in a corporation you 
may be outvoted by the majority 
if you are a minority stockholder. 
In addition, your share of the part- 
nership profits may be greater than 
your share of the total partnership 
capital, while as a stockholder your 
dividends are commensurate to 
your stockholdings. 

Whether you are considering a 
business organization change from 
a partnership to a corporation or 
from a corporation to a partner- 
ship, or from a proprietorship to 
either, be sure to consult your 
lawyer for the legal phases. And 
also consult your accountant for 
the tax angles. There are other im- 
portant considerations than those 
described above. 


FHA Ruling Allows 
“Windowless” Baths 


A recent FHA ruling makes it 
easier for home-owners and prospec 
tive buyers to install extra’ bath- 
rooms, It permits installation of in- 
side, or “windowless,” bathrooms. 

Previously, FHA had required that, 
for a home to qualify for a govern- 
ment-insured mortgage, its bath- 
rooms must be ventilated with win- 
dows. Ventilation can be taken care 
of by an exhaust fan which is vented 
to the outside. The fan is usually 
far more effective in removing mois 
ture and odors than even an open 
window, 

An inside bathroom can be kept 
warmer with less heat, and it can 
be adequately lighted artificially 
with complete privacy due to the 
lack of a window. An inside location 
also avoids having the window lo- 
cated over the bathtub 


Mengel Opens N. Y. Office 


The Mengel Co. has announced the 
establishment of an Eastern division, 
with offices at 33 West 42nd Street in 
New York City. The territory 
covered extends from New England 
to South Carolina and as far west 
as Harrisburg, Pa 

Heading the new division as 
Eastern sales manager of doors and 
wall closet products is C. Burt Mc- 
Keehan. He joined Mengel in August, 
1949, and traveled both South- 
western and Middle-Atlantic dis- 
tricts. 


NN 


# helpful 


TOOL CATALOG. The 1955 catalo; 
of Goldblatt tools covers “1,056 Too! 
for the Trowel Trades.” It describe 
all tools used by cement finisher 
plasterers, lathers, masons, tileset 
ters, dry-wall applicators, and 
cellaneous journeymen and contra 
tors. Goldblatt Tool Co., Dept. SBS 
1960 Walnut Street, Kansas Cit, 
Mo. 


“TIMBER FASTENINGS” is a data 


literature 


sheet explaining the holding power 
of many types of fastenings in red- 
wood, It covers screws, bolts, pins, 
dowels, timber connectors, and other 
durable metal fasteners, California 
Redwood Assn., Dept. SBS, 576 Sac- 
ramento Street, San Francisco 11, 
Calif 


CHAIN CHOICES. A Russell chain 
catalog shows, opposite specifications, 
the actual sizes of the various chains. 











Sell new Marlite Plank and Block 


dollars 






= with the exclusive tongue and groove joint 
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Marlite is mode with genuine Masonite® Temperef Ovolux® 


in make more money with Marlite Plank 
k because you can sell this popular plas- 
ished paneling over the counter to your do- 


builders and remodelers, 


save handling time and selling expense, 
liminate deliveries because Marlite Planks 


s are packaged in convenient take-home 


Your customers can easily install this 

paneling themselves, so you have no in- 
n problems to worry about! 
best of all, Marlite Planks and Blocks 
y to sell, Distinctive wood pattefns, and 
Companion Colors” in a soft lustre finish 
itable for any room in any building, 

Yes sir! 
dollar 
Block 
wholes 
MARSH 


You'll get your share of “do-it-yourself 


when you sell new Marlite Plank and 
Get started now 
ler or write the factory. 
WALL PRODUCTS, INC, Dope 


contact your Marlite 


197, Dower, Ohie 
Subsidiary of Masonite Corporation 


TWENTY- FIFTH YEAR OF LEADERSHIP 


MARLITE PLANE AND BLOCH 
PATENT APPLIEG FOR 
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FOR PRE-FABRICATED HOME 
“PACKAGES” AND ALL TYPES 
OF HOME CONSTRUCTION 












tak 


ATTIC VENTILATORS 


Louv-r-Pak attic ventilot- 
ors con be installed in 5 IM 
minutes or less! They fit 
all builders’ requirements. 
louv-r-Pak ventilators 
come ready-to-hang, 
Ease of installation saves 
costly labor “down time.” 
No cutting or fitting re- 
quired. 

Louv-1-Pak attic ventilet- 
ort are of rigid construc: 
tion, made of top-quality 
gaivanized iron, You'll be 
wise to in je Louv- 
1-Pak attic ventilators! 





se ex at 


The above typical Louv 1-Pak installation took only five minutes 


aes Here are the popular Louv-r-Pak sizes ————y 
Sa. FT. 
VENTULATING BASE 

ze PITCH AREA 

0 Bove 7/12 3.333 100" 
v Base 2/12 4215 212" 
10 Bove 29/12 5.205 124" 
0 Bowe 12 4000 100” 
o Bowe 12 5 000 212" 
10° Bove vi 6250 124" 
4 Bove 4/2 1.333 504 
5 Bove 4/2 2.083 62% 
© bew 4/2 3.000 74%" 
? Bowe 4/\2 4.083 66%" 
© Bove 4/2 5333 96%" 
v Bowe 4/2 6.750 110%" 
Bowe 4/2 6.333 122%" 
+ tow 5/12 1.666 50” 
Y tow 6/12 2.004 67” 
6 Bove 5/2 3730 v4 
y teow 5/12 5.104 86 
© Bove 5/12 6.666 98 
0 Bove 6/12 8.437 Ww 
10° bose ai? 10.4) 122 
4 toe 6/2 2.000 ww 
SY tow 6/12 3.125 67 
@ Bow 6/12 4 500 v4 
? tow o/1 6.125 86 
© Bow 6/12 8.000 98 
4 Bow wi 2.333 sO” 
y tavwe 7/12 3645 62 
+ teow aia 2 666 so” 
5 Bowe ei? 4166 62" 

——— Other sites available on request mmm 








COMPANY 












It also pictures chain fasteners and 
attachments, Risdon Manufacturing 
Co,, Dept. SBS, Naugatuck, Conn. 


FLOORING NAIL TESTS. Virginia 
Polytechnic Institute’s Wood Re- 
search Laboratory, Blacksburg, Va., 
has published results of a test en- 
titled “Effectiveness of Flooring Nails 
Versus Toothed Fastener.” Charts 
and graphs simplify reading the test 
results, The investigation was spon- 
sored by the Independent Nail and 
Packing Co, 


CEMENT HANDLING and storage 
equipment is the subject of a booklet 
issued by the Fanning-Schuett En- 
gineering Co., Dept. SBS, 4325 N. 
Third Street, Philadelphia, Pa. It 
covers equipment for central mix 
and transit mix plants; cylindrical, 
conical, and rectangular bins; por- 
table storage bins; collecting cars; 
rotary valves, scales; batchers, and 
beam equipment. 


DOOR CATALOG. “Fenestra Hollow 
Metal Doors, Swing and Slide” gives 
detailed information on seven styles 
of doors made by the Detroit Steel 
Products Co., Dept. SBS, 3227 Griffin 
Street, Detroit 11, Mich. It gives 
specifications and complete installa- 
tion instructions. 


SILICONE WATERPROOFING data 
has been condensed on a single 
sheet, bulletin 5A. It covers Wurdack 
waterproofing for architects, engi- 
neers, plant engineers, contractors, 
and dealers. Wurdack Chemical Co., 
Dept. SBS, St. Louis 9, Mo. 


NON-SHRINK GROUTING. Folder 
describes successful grouting of 
heavy equipment with Embeco non- 
shrink mortar. It covers mixing and 
placing of group, cold or hot weather 
grouting, and measurable character- 
istics of Embeco. Master Builders 
Co,, Dept. SBS, 7016 Euclid Avenue, 
Cleveland 3, Ohio. 


WATER SUPPLY. Everything the 
dealer should know about water 
supply equipment, installation, and 
servicing is covered in a revised 
“Manual of Water Supply and 
Equipment.” Send $1.50 to the Na- 
tional Assn. of Domestic and Farm 
Pump Manufacturers, Dept. SBS, 39 
South La Salle Street, Chicago 3, IIl. 


WOOD LADDERS. Prepared in co- 
operation with the National Safety 
Council, a leaflet pictures many 
right and wrong ways to use wood 
ladders, demonstrating various safe- 
ty measures. It also lists “do’s” and 
“don'ts.” American Ladder Insti- 
tute, Dept. SBS, 666 North Lake 
Shore Drive, Chicago 11, IL. 


WINDOW WALLS. A new brochure 
tells about Superwall aluminum 
awning window wall units. It ex- 
plains how to make any combination 
of widths and heights or any com- 
bination of stationary lights and op- 
erating vents. The Superior Window 
Co., Dept. SBS, 5300 N. W. 37th Ave- 
nue, Miami 42, Fla, 
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CASING BEAD INSTALLATIONS. 
Technical bulletin No. 10 covers eco- 
nomical uses of metal casing beads 
for doors and windows; base screed 
for plastered walls, and concealed 
picture moulding for wall-hung ob- 
jects. Drawings explain uses of quar- 
ter round, square end, and modified 
square casing beads. Metal Lath 
Manufacturers Assn., Dept. SBS, En- 
gineers Building, Cleveland 14, Ohio. 


LIFT TRUCK “KING.” A brochure 
describes Hyster’s RC-150 as the 
“king of the lift trucks” because of 
its 15,000-pound lifting capacity. Ac- 
tion photographs show how wheels 
ean be turned on any ground with 
only one finger on the steering 
wheel, Hyster Co., Dept. SBS, 2902 
N. E. Clackamas Street, Portland 8, 
Ore. 


TEXTURED CEDAR SIDING is the 
subject of a colorful brochure. Pho- 
tographs show how easily this 
8’x1%’ waterproof cedar siding panel 
is applied, Specification sheet is in- 
cluded. Shake-A-Ply Co., Dept. SBS, 
P. O. Box 577, North Portland, Ore. 


STEEL RAMPS — both car-loading 
and truck-loading types — are pre- 
sented in a bulletin offered by the 
Penco Engineering Co., Dept. SBS, 
25 California Street, San Francisco 
11, Calif. The bulletin describes how 
the ramps permit one-man operation 
with utmost safety. 


h 
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Cats who have not paid their na- 
tional dues for 1954-55 can avoid a 
$2.00 penalty if they will mail their 
$2.99 check by January 9 to Inter- 
national Hoo-Hoo headquarters... . 
December 2 was “John Dolcater 
Night” for Tampa Hoo-Hoo Club No. 
56. Dolcater was presented a new 
aluminum briefcase with his name 
and title of Snark of the Universe. 
He reported on his travels as for the 
order. ... The organization and pur- 
poses of the Lumbermen’s Invest- 
ment Corp. were explained to the 
Panhandle Plains members in No- 
vember by Vincent Ogletree, secre- 
tary of the sponsor, the Lumbermen’s 
Assn, of Texas. . . . Typical of the 
holiday season parties held through- 
out Hoo-Hoodom were the dinner- 
dances thrown by Dallas Club No. 75 
and Atlanta Club No. 1, The Texas 
Cats danced to a big orchestra, saw 
some adagio dancers whirl, and heard 
a barbershop quartet. Ditto for the 
Atlantans, minus the dancers, and 
plus amateur comedy and music by 
members at the Atlanta Athietic 
Club. 
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ARKANSAS 


SILOAM SPRINGS: Three Spring- 
dale residents have opened a new 
lumber company in Siloam Springs 
Wayne Allen, Opal Allen, and 
Courtney Crouch have incorporated 
the Wayne Allen Lumber Co, Allen 
was replaced in Springdale as 
manager of the Kelley Brothers 
Lumber Co. by Joel Bunch, who 
transferred from Fayetteville. 


TENNESSEE 


NASHVILLE: Flames recently 
destroyed $100,000 worth of property 
at the Myatt Lumber Co. here. Her- 
man Myatt and O. B. Coleman, 
owners, said the loss was partly 
covered by insurance. A shed hous- 
ing large quantities of lumber and 
a delivery truck were destroyed. 


CHARTERS OF INCORPORA- 
TION: Builders Supply Co., Chat- 
tanooga. 


NASHVILLE: Ice-laden winds in 
sub-freezing weather fanned flames 
through the Nashville Mill and Lum- 
ber Co, December 6, destroying the 
main building and storage facilities. 
First estimates placed the damage 
at $50,000, with about 60 per cent 
insurance coverage. The cause of 
the fire was thought to be a heater 
in a metal shed. 


FLORIDA 


INVERNESS: J. E. (Gene) Jack- 
son has moved here from Wells, 
N. Y., after buying the materials and 
equipment of the Allen Lumber 
Co. He has leased the building and 
will call his firm the Jackson Lum- 
ber Co. 


OKLAHOMA 


SAND SPRINGS: The Wensell 
Lumber and Hardware Co. has com- 
pleted the remodeling of its building 
supply store. The front features 
much plate glass and stone. 


ARDMORE: Charles A. Sutton has 
moved here from Pryor to succeed 
John P, Lawrence, who has resigned 
as general manager of the Chickasaw 
Lumber Co, Sutton previously was 
associated with the Antrim and Hoke 
lumber companies. 


BROKEN ARROW: Max H. Smith 
and W. W. Patrick, homebuilders, 
have opened a new lumber company 
at 703 South Main Street. To be 
known as the Broken Arrow Lumber 
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Co., the firm will be managed by 


Ray Wilson. 


RINGWOOD: The Antrim Lumbe 
Co, recently held “open house” 


its Ringwood and Helena yards. Of 


special interest to home-owners 
the paint demonstration 


LOUISIANA 


NEW ORLEANS: W. G. Richard 
has been elected president of th 
Alamo Flooring and Supply Co., In 


MONROE: The Terzia Lumber Co 
has remodeled the front of its office 
building and warehouse. 


CHARTERS OF INCORPORA 
TION: Pelican State Lumber Co 
Opelousas. 

NEW ORLEANS: Jahncke Service 
Inc., recently announced the electior 
of Paul F. Jahncke as chairman « 
the board, He was succeeded a 
president by Paul F. Jahncke J: 
Herbert G. Jahncke is vice-president 
and treasurer, and H. S. G. Verland« 
is secretary. 
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VIRGINIA 


PULASKI: The Johns-Manville 
Corp. has presented an honor award 
to the Pulaski Lumber Co, for its 
“integrity in dealing with the public 
and contribution to better housing 
in its community for more than 25 
years.” 

GRUNDY: The Johns-Manville 
Corp. also presented an honor award 
to Fred Shortt, in behalf of the 
Mingo Lime and Lumber Company's 
Grundy plant. 


MISSOURI 


CARROLLTON: A new industry 
here, the Carroliton Block and Ma- 
terial Co., produces concrete build- 
ing block. Bobby G. Anderson is the 
owner, 

ST. CHARLES: Walter H. Eckler 
has joined the Kaplan Lumber Co. 
as a salesman, He has been in the 
lumber business six years. 

ST. LOUIS: William L. Behan Jr. 
has been appointed to the president's 











PROCESSED LUMBER 


ROT PROOF © TERMITE PROOF © ODORLESS © ECONOMICAL © CLEAN © PAINTABLE WHEN DRY 


Processed Lumber is effective protection against wet 
or dry rot, termites, marine or other wood boring in- 
sects. More than a quarter century of use and scienti- 
fic tests have proven its worth 


Specify Celeure Processed Lumber 


dry rot. Ask your architect to specify Celcure 


building from costly termite damage, wet or 
Processed Lumber throughout your building. 
ee AVAILABLE AT YOUR LOCAL LUMBER YARDS 


DEFIES TERMITES 
AND ROT 


Franchise rights in several productive territories are available 


AMERICAN CELCURE WOOD PRESERVING CORP. 
P. O. Box 3262 Jacksonville 6, Florida 
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SEE iw 


E xclusive Feature 


iA 


WOVEN WOOD SLAT 
"| FOLDING DOORS 








GUARANTEES SMOOTH 
DEPENDABLE OPERATION 


Touch and gol That's the big sales fea- 
ture only Veni-Flex Folding Doors can 
offer. A flick of the finger and revo- 
lutionary Rol-Trak hardware with its 
machined brass-bearing rollers glides 
smoothly over the heavy track. Emphasize 
ease of operation .. . years of trouble 
free service . . . attractive appearance 
. and Rol-Trak will sell houses for you! 





Be Sure to Visit 
Our Exhibit at the 
CONRAD 
HILTON 
HOTEL 
EXHIBIT SPACE 390 


eqrnidlet(adl 


GENERAL PRODUCTS, INC. 


24th and Nicholson Houston 8, Texas 
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council of St. Louis University. 
Behan is president of the Hill-Behan 
Lumber Cc. 


POTOSI: T. F. Seger has opened 
a concrete building block plant here. 


TEXAS 


AUSTIN: The _ Stripling-Blake 
Lumber Co, has added year-round 
air-conditioning to its store. The 
offices and display rooms were also 
completely redecorated. 


HOUSTON: E. B. Good has been 
elevated to president of the Houston 
Shell and Concrete Co. He joined 
the company as a salesman when it 
was formed in 1946 and rose to vice- 
president and general manager. 


DALLAS: Max Wheeler, formerly 





with the Huttig Sash and Door Co 
in Dallas, has joined the George W. 
Owen Lumber Co. 


WELLINGTON: Guy Bell has re- 
placed Ben Hurst as manager of the 
Cicero Smith Lumber Co. Hurst had 
been with Cicero Smith for 34 years. 


SAN ANTONIO: Allena Building 
Materials, Inc., is a new building 
supply firm opened here last month 
by Manager T. R. (Mac) Hayes. 


GARLAND: The Clack Lumber 
Co. here has been sold to the Bush 
Lumber Co. of Dallas and the name 
changed to that of the parent firm. 
Bill Terry has moved to Garland 
from the Dallas office to manage the 
branch. R. L. Goodson, Clack’s 
former manager, will remain with 
the firm. 


DISPLAY UNIT SIMULATES SIDE AND ROOF OF HOUSE 


An idea originated by the staff of 
the Longhorn Sash and Door Co. in 
Austin, Tex., has been developed 
into a compact merchandiser by 
the Ruberoid Co. It is now available 
to dealers throughout the nation 

Once a prototype was built, the 
Longhorn distributor placed several 
units in dealer showrooms for test 
ing, especially where display space 
was at a premium, Ruberoid then 
refined the pattern for mass produc 
tion and added eye-catching color 


result is a unit about 35” 
wide, 22” deep, and 40” high. One 
side is a double row of racks in 
which asbestos siding is stored on 


The 


top and asphalt shingle sample 
boards on the bottom. 
Front racks are for displaying 


siding and a top slanted like a roof. 
Samples of siding and roofing can 
be placed on the display to show 
how various color combinations will 
look. An entire line can be demon- 
strated in this way in m nutes 
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PONDEROSA 
PINE 
WE ARE ALL SET... 
° to give your orders careful attention 
SUGAR PINE and prompt shipment. 
’ WE NEVER STOP MANUFACTURING 
DOUGLAS FIR Ponderosa and Sugar Pine from our 


° own large resources . . . top quality 
kiln-dried interior trim, jambs, 


WHITE FIR 
° frames incense cedar venetian blind 
INCENSE it: glued-up panels, cut stock, 
CEDAR box shook, 


What You Want, When You Want It! 


Ralph L. Smith is Your De- 
pendable Source of Supply 


Mixed Cars to the Trade, 
Ou Specialty 




















The Ralph L. 


SMITH 


Lumber Company 






MILLS AT 
ANDERSON AND CASTELLA 


SALES OFFICE AT 
ANDERSON, CALIFORNIA 















WINDOW UNIT 


THE WINDOW THAT 
MOLLS 
| UP AND DOWN | 





A New Principle 
Eliminotes 
Weatherstrip Drag 
Makes Windows Easy 
to Raise 

Plus — 
REMOV-A-MATIC 
SASH 


Which Can Be Easily 
Removed and Replaced 


( 
y Patented and 
patents pending 





, Arr 


iq Bors 
Pe Some: UE MU bectihete ba, 





A 





By Laborator Qualified To Bear 
Above solit Approved Seal 


nmercial Standard 





Contorms Witt 


HUTTIG SASH & DOOR CO., ST. LOUIS, MO. 


Charlotte, N.C. @ las, Texas @ Knoxville, Tenn. @ Miami, Fla. @ 

Columbus, Ohio @ Jacksonville, Fla. @ Louisville, Ky. @ Roanoke, Va 

@ Birmingham Sash & Door Co., Birmingham, Ala. @ Memphis Sash & 
Door Memphis, Tenn. @ Nashville, Tenn 

















What's New with You? 


This regional merchandising magazine is not 
only FOR YOU but we want more of it to be 
ABOUT YOU! It’s dedicated to keeping build- 
ing material merchants in the South and 
Southwest informed as to the latest and best 
merchandising and operating methods. It also 
publishes significant news concerning indi- 


vidual dealers. 


Whenever your firm is changing key per- 
sonnel, expanding its plant, adding new lines, 
s 
you've got some news for other dealers and 
suppliers for this magazine. Send the facts to 
us, 80 we can publish them in DEALERS IN 


THE NEWS or other appropriate columns. 


Read the news in SOUTHERN 
BUILDING SUPPLIES first! 











ANCO Bag Trucks 
Pay For Themselves 





EXCLUSIVE... 


Only in an ANCO bag 








truck can you get the 4a 
- exclusive NOSE-PLATE TF wm 
wheels. Rolls under f lend ) 
' pallets with ease and - — 
- tuts handling costs as Pp an Se 
, much as one-holf, and Phan + 






more. 
; For Bagged Goods, 
Shingles, Lath, 





Case Goods 
Dealer's Price 5 50 
Gee Scaese or 
i ANTHONY TRUCK CO, 


Paducah, Ky 

Send price and literature that shows 
how we can unioad and load out cors 
and trucks in half the time with half 
the effort 


Name Firm 


Address City State 
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Miller, stenographer; Vincent Ogletree, assn. secretary; 
Gene Ebersole, executive vice-president, and Miss Tillie 


INVITING NEW TEXAS ASSN. OFFICES 


Servants of the Laumbermen’s Assen. of Texas are aligned 
above in the handsome, new headquarters offices at 304 
First Federal Savings Building in Austin. From left, the 


Smith, convention secretary. 
The office of Manager Ebersole, this room features walls 
of perforated hardboard. On them are seen pictures of all 





personnel includes Norman Payne Jr., clerk; Miss Alice 





penta-pressure TREATED LUMBER 


e Penta Solrec Processed Lumber 


e Penta Petroleum 6 to 12 Pound 
Treatments 


PROTECTS AGAINST DECAY AND TERMITES 


We specialize in treating |jumber in Transit, serving 
all points East of Mississippi River. Plant is adjacent 
to SEABOARD AIR LINE-——-SOUTHERN RAILWAY 
N.C, & St. L.——L. & N 


Truck Shipments for Short Houls 
Commercial Treating of Timbers——Large Stock-——Boards——Dimension 


LONGLEAF LUMBER COMPANY, INC. 


Wholesalers of West Coast Lumber Products to Retail Dealers & Industrial Accounts 


1094 Huff Rd., N.W. ATLANTA, GA, Telephone BE 8246-8247 








LAT dealer presidents, copies of currently available home- 


plan books, and mementoes of Eber- 
sole’s full and exciting life. 

Comfortable furniture invites visit- 
ing and browsing through business 
magazines, such as SOUTHERN 
BUILDING SUPPLIES, which are kept 
handy on the maple table. 


GEORGIA 


ALBANY: The Capitol Supply Co. 
has opened a yard here at 1011 Ogle- 
thorpe Ave., in a new outlying shop- 
ping area. The new branch handles 
all types of building materials. 


ATLANTA: Southern Building 
Products, Inc., has moved from 
Rogers Street, where it sprung up 
following the war as a subsidiary of 
John A. Johnson and Sons, Inc., New 
York house prefabricators. Its new 
location is at 320 South Howard 
Street, opposite the depot in Decatur. 
S. T. Anderson is the manager. 


KANSAS 


WICHITA: Vandals damaged 100 
bags of cement belonging to the Star 
Lumber and Supply Co. recently. 
The cement was in an unlocked rail- 
road freight car. 


INDEPENDENCE: W. J. Waltz is 
new manager of the Rock Island 
Lumber Co. He succeeded John L. 
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An order placed with TW&J for lumber 
or lumber products is handled with care 
and strict adherence to grade. 


‘4 @ Prompt Delivery on 
i Sugar and Ponderosa Pine 
Bi Shop and Selects 

| Vv Ponderosa Pine Boards 


© Douglas and White Fir 
Shop and Selects 


f m Douglas and White Fir 
" Dimension and Boards 


Redwood 


i Ponderosa Pine and Fir 
i} Mouldings 


v Pine Sash and Panel Doors 
TWENTY MILLS TO SERVE YOU 


- : 
Tantrer.Wenrsten & Jounson. Ive. 
Montgomery Stree P.O. Box 173 
SAWN FRANCISCO 4, CALIF Wa) -eiele Sie), maw Tel | 
Ova 2-206 Teletype SF HOwerd 4.8634 Teletype SK 2 
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sell builders 
this 


FIREPLACE 
with the new 
PRESSURE-SEAL 
DAMPER 





Bt 





Slight extra pressure locks 
damper air-tight. 












w 3-Star Heatilator Fireplace is the only 

1ce that's especially designed for modern 
litioned homes, Tell your customers why 
‘re well on your way to a sale: 


I re-Seal Damper seals the throat air-tight 
the fireplace is not in use 


mmer, effectively prevents the waste of 
| air up the flue 


r, stops the loss of costly house heat up 
ney 


| ts chimney downdrafts from blowing into 


t smoke—the scientifically designed steel 
f assures correct construction. 


slates warm air to all parts of the room— 
to adjoining rooms 


tact your jobber or write for full information, 
Heatilator Inc., 371 East Brighton Avenue, 
yracuse 5, N. Ve 


3-STAR 


HEATILATOR FIREPLACE 















































No other screen has 
all these features: 


@ Lifetime 
aluminum 


construction 
@ Easy 
inside 


installation 


Permanent 


tension 
adjustment 


e Complete, 
individually- 
packed 
screen unit 


Prompt 
service 

on all 
orders,-— 
standard 
and special 


sizes 


more people 








ave 
Creeni Tension Screens 


Loxcreen’s patented 2-way-Pull Spring 
Latch controls tension side-to-side and 


top-to-bottom, Loxcreen’s exclusive 2- 
way Length Adjustment,—extra folds 
of screening and finger-tip controlled 


floating bar, assures perfect fit 


Inside hung, with simplified top hanger 
assembly and bottom Spring Latch, 
Loxcreens may be installed in less 
than 5 minutes. 


Write for details 


THE LOXCREEN COMPANY 


2120 Irv 


Bivd., Dalies 2, Texas 
and P. 0. Box 513 


3, Columbia, S$. C. 





MULLER MIXERS AND POWER TROWELS 


set quality standards in their fields 





Muller’s objective—the best contractors’ equipment 
for the lowest price—is achieved by: (1) specializa- 
tion, (2) careful selection of materials, (3) experi- 
enced workmanship, (4) sound distribution methods. 


PLASTER and MORTAR MIXERS 
Five sizes, 2 to 9 cu. ff. Electric or 
gasoline. Muller Lifetime Paddle Shaft 
Seal. Power throwovuts on smaller 
models, disc clutch on larger. Rubber 
scraper blades optional. $180 to $996 
FOB Factory. 





CONCRETE MIXERS 
3 models, 3 to 6 cy. f., tilting type. 
Ample drums, fast mixing action. 
Timken Bearings, electrically welded 
construction. Electric or gasoline. 
$230 to $660 FOB Factory. 





POWER TROWELS 
2 sixes 29” and 34” dia, 1% and 
2% HP BAS Engines. Stationary guide 
ring. Clutch and speed controls on 
handle. 





Send for information and 
name of local dealer. 


MULLER MACHINERY COMPANY, Inc. 


METUCHEN 20, N. J, CABLE ADDRESS—MULMIX 














CLEVELAND 








BUILDING SPECIALTIES 


@ VENTILATORS 
@ SIDING CORNERS 





@ WALL TiES 
TIMBER 
RING 
- © AREA WALLS 
RIBBED STEEL = $ Wrnaves 
CROSS BRIDGING @ LINTELS 


Write for Complete Catalog 


CLEVELAND STEEL SPECIALTY CO., INC 





JOIST 
HANGER 


ESTABLISHED 1924 
3761 E. 91st STREET « CLEVELAND 5, OHIO 

















WHEN YOU WRITE T0 Advertisers 
IN THIS MAGAZINE... 


Tell Them YOU READ ABOUT IT IN 


Souther 
BUILDING SUPPLIES 
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Bailey, who now travels for the Rock 
Island Wholesale Co. 


HAYS: The Hardman Lumber Co. 
has a new 24’ x 113’ building. Mana- 
ger Nick Wasinger said the building 
would be used as a supplementary 
lumber shed. 


WICHITA FALLS: Bob Puckett 
recently was granted a building per 
mit to put up a $10,000 lumber yard 
and warehouse on Sheppard Access 
Road. 


MARQUETTE: The B., B, M. Lum- 
ber yard here has been sold to Frank 
S. Carlson. He also owns the Carlson 
Lumber Co. in Lindsborg and the 
Burgner-Bowman-Matthews Lumber 
Co, in Kansas City, Mo, 


BELLE PLAINE: The Rounds and 
Porter Lumber Co. became the 
Builders Lumber Co. on January |! 
All Rounds and Porter yards have 
assumed this name. 


KINGMAN: Kenneth Hinkle, who 
managed the Badger Lumber Co. 
and then the Houston Lumber Co., 
has moved to Colorado Springs to 
head the Miller Lumber Co. O. R. 
Bennington is new manager of the 
Kingman yard. He was transferred 
from the Houston branch at Cun- 
ningham, 


ROSEDALE: The Rosedale Busi- 
ness Assn. recently installed Louis 
Schutte Jr. as president. He heads 
the Schutte Lumber Co. 


MONTEZUMA: C. W. (Chet) 


Johnston has resigned as manager 


of the Fry Lumber Co. He has moved 
to Newton to take a similar position 


WEST VIRGINIA 


CHARLESTON: Hobart Newcomer, 
who formed his own firm three years 
ago, the Glen Elk Lumber Co., has 
dissolved it and accepted a position 
as general manager of the Kanawha 
Valley Lumber Co. He has been in 
the lumber business for 35 years. 


NORTH CAROLINA 


CHARTERS OF INCORPORA- 
TION issued to: White and Mc- 
Donald Lumber Co., Morehead City. 


OBITUARIES 





J. R. WILLIAMS, 55. President, Wil- 
liams Brothers Lumber Co., Atlanta, 
Ga. 

THOMAS ROBERT CAUTHERS, 74. 
President, Home Lumber and Sup- 
ply Co., Ashland, Kan., and 17 Okla- 
homa and Kansas branch yards, 


A. F. MACKLANBURG, 71. Secre- 


JANUARY, 1955... 


tary-treasurer and a founder of the 
Macklanburg-Duncan Co., Oklahoma 
City, Okla. 


DAVID A. SLAVIN, 48. Executive 
vice-president, Houston Sash 
Door Co., Houston, Tex. 


HARVEY V. TUCKER, 62. Co-owne: 
and manager, Adams Lumber C: 
Denison, Tex 


FRANK W. MURPHY, 81. President 
Farrar Lumber Co., Houston, Tex 


WILLIAM OTTO DeTIENNE, 54 


Laddonia, Mo., lumber dealer 


HENRY CHARLES BAKER, 55. V ic« 
president, Planters Lumber C 
North Little Rock, Ark. 


WESLEY MORSE, 79. President 
Linden Lumber Co., Linden, Tex 


CYRUS M. MURRAY, 54. Vics 
President, District Building Supp 
Co., Washington, D. C. 


Clinic for Builders 


To learn uses of new building ma 
terials and better ways to estimat 
costs, some 75 employees of 75 cor 
struction firms in the Carolina 
Georgia, Tennessee, and Alabama 
attended a technical clinic in Cha 
lotte, N. C., on December 8. It wa 
sponsored by the Johns-Man é 
Sales Corp 


12 Arkmo Lumber Yards 
Bought by 4 Employees 


Four veteran managers who had 
served an absentee owner for over 
25 years in operating the business« 
have acquired the nine retail yard 
of the Arkmo Lumber Co. in Arkar 
sas and Tennessee, and the thre« 
yards of the Arkmo Lumber Co. of 
Texas in Houston, Alvin, and 
Shreveport. They purchased the line 
firms from W. W. Stout, of Cal 
fornia, who inherited them from hi 
father. 

The quartet of purchasers includ: 
Henry H. Jones, A. J. Matu 
G. S. R. Sharp, and Grady Harrisor 
A lawyer, Jones joined Arkmo 35 
years ago and continues as president 
which position he assumed 11 year 
ago. The other buyers are all vic« 
presidents 

Matula joined Arkmo in 1920 
Sharp, North Little Rock plant man 
ager, started nine years later—short 
ly after Harrison joined the firm 
Harrison is manager of the yards in 
Memphis and Union City, Tenn 

The Arkmo yards in Arkansas ar¢ 
located in Russellville, Lonoke 
Hazen, Newport, Blytheville, and 
North Little Rock 

The firm has owned some 150 retai 
yards through the years, many of 
which have been sold to enterprisin 
local managers. Recently, Arkmo ha 
expanded its wholesale operation 


Representative Wanted 


One of our clients wants a man 
calling on or familiar with any 
2 or more or all of the following 
classes of trade 

1. PLUMBING WHOLESALER 

2. bepy deep hte gs ety ER 

3. HARDWARE (BUILDERS) 

4. LUMBER. eb re nd SPECIALTIES 
5. TILE DISTRIBUTO 

They are small but teed growing 
Chicago manufacturers of an 
exclusive ‘‘Cadillac’’ quality line 
of bathroom cabinets, spectac 
ularly priced and nationally ad 
vertised, 

All open territories are protected 
under contract. Please!! No 
arm-chair salesmen or financial- 
ly fat telephone artists. They 
want men with established lines 
who will grow with them and 
their line 

Please give complete territorial 
coverage details in your letter 
Personal interview will be ar 
ranged with company president 
in your city. Write BURLIN 
GAME-GROSSMAN Advertising, 
207 S. Wabash, Chicago 4, Ill 








Manufacturer's Agents 


Representatives wanted by leading 
manufacturer about to market new 
UL approved Class A_ prefabri 
cated chimney. Tremendous poten 
tial with builders, building supply 
wholesalers, etc. Only applicants 
with good following will be con 
sidered. Submit complete informa 
tion to Box No. 48, Southern Build 
ing Supplies, 806 Peachtree Street, 
N.E., Atlanta 3, Georgia 











“Representatives Wanted” 


Aggressive representatives calling on 
hardware and building supply trade 
wanted by |!7 year old Manufacturer 
»f aluminum mouldings, store front ma 
terial, etc. Complete line, competitively 
priced for sale direct to dealers, Several 
territories open. We protect representa 
tives fully. Please outline present lines 
md area covered. Reply to: Metal 
Trims, tne P. O. Box 1072, Youngs 
ywwn, Ohio 











FOR SALE 


Complete modern planing mill located 

Southeast Oklahoma town. Entire op 
ation must be sold. Plenty timber and 
ccounts assure output sold in advance 
$20,000.00 cash, balance financed if 
jualified. Write Box 47, Southern Buiid 
ng Supplies, 806 Peachtree St, NE 

Atlanta 5, Georgia 

















“Representatives Wanted” 


Aluminum windows. Awning and hori 
zontal glide types for new buildings 
Reply to: Director of Sales, FP. O. Box 
172, Youngstown, Ohio 
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take a 
good look at 


NG 





one of 10 woods from the 


WESTERN PINE region 


Extremely light and strong for its weight, smooth and 
soft-textured, straight-grained — Engelmann Spruce has 
a wide range of uses from rough construction to fine in- 
terior finish. Its nearly-white color, small knots, ease of 
working suit it for paneling, moulding, window frames 
and built-in furniture. 


Engelmann Spruce comes in 3 select, 5 common, 4 dimen- 
sion grades. You can order it in straight or mixed cars — 
together with other woods from the Western Pine region 
—from most Western Pine Association member mills. 


IDAHO WHITE PINE 
PONDEROSA PINE 
SUGAR PINE 


the Western Pines 


ENGELMANN SPRUCE 
LARCH 

DOUGLAS FIR 
WHITE FIR 

INCENSE CEDAR 
RED CEDAR 
LODGEPOLE PINE 


the Associated Woods 


get the facts Cur MAN On AT 

to help you sell (0 VIAN OF \UUl 

write for the FREE illustrated booklet to 
WESTERN PINE ASSOCIATION 

Yeon Bidg., Portland 4, Oregon 
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ADVERTISER'S INDEX 


A 


A & F Tileboard Co, 
Ackerman, H. D 
Adams Rite Mfg. Co 
Advertising Council! 
Civil Defense 
Affiliated National Hotels 
Allen, J, 
Allied Building Credits, Inc 
Allmetal Weatherstrip 
Aluminum Company of 
America 
American Celeure Wood 
Preserving Corp 
American Sivalkraft Co 
American Sta-Dri Co 
Anthony Truck Co, 
Armatrong Co. 
Arvey Corporation 
Atianta Oak Flooring Co 
Atlantic Steel Company 
Atlas Plywood Corp 


B-D-R Engr, Corp 
Baldwin & Sons 
Lawrence J 


Kessler Disappearing 
Stairway Co 
Bialy & Assoc., Norman A 
Bird & Sons, Ine 
Bowers, Jr., 
K. P. (Rudy) 
Boyette & Son, Ine., 
Fdwin C. 
Braeckles, Ine 


Burns Manufacturing 
Co. Second Cov 


Cc 


Caldwell Mfg, Co 

Cameron & Co., Wm 

Cameron and Kichardson 

Carter Co., H, V 

Carey Manufacturing Co 
Philip 

Casings, 

Celotex Corp., The 

Certain-teed Products Corp 

Chelsea Products, Ine 

Chicopee Mills, Ine 

Cleveland Steel Specialty Co., 
Ine 

Clower, Henry W 

Coal Chemical Division United 
States Steel Corp 

Columbia Mills, Ine 

Consolidated General Products 
Inec.,-VF Div 

Consolidated Iron Steel Mfg 


Ine. 


Ca 
Coppo Co 

Cruze, Fred F 

Currin Co., Tne 

Curtis Companies, Ine 


D 


Davis, Marion 1 

Deatty, Arthur 

Dension Corp 

Detroit Steel Product Co 
Dickey Clay Mfg. Co., W. 5 
Dicks-Pontius Co 

Dinges Co., George J 
Donley Bros. Co 

Douglas Fir Plywood Assn 
Drywall Trim 
Dunne Co 


Inc 


Second Cove 


60 


60 
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69 
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60 


E 


Rdwards, Richard Lee 
Kverett & Co., John I 6 
Kz-Way Sales, Ine 


F 


Fir Door Institute 

Flintkote Co. 

Frost Forest Products Div 
Industries, Ine. 

Fuller Jr LG 


Olin 


G 


Gardner Sales Co 50, 72 


Gaskin Jr. TOA 

Giate City Sash & Door Co 
CGieorgia-Pacifie Plywood Co 
Gilbert Co., 8. P. 

Goetze Co,, Karl 

Goldman, 8. K. 


Gordon & Son, Ine. 
Alexander 


Crossett Associates, T, F 
Gregg & Son, Ine 
Griffin, A. W 


H 


Hager & Son's Hinge Mfg 
ec 
Harris Livingstain Co 
Hawkins Iron Co.,, 
Heatilator, Ine, 
Homasote Co, 
Hope's Windows, Ine 
Horwitz, A. L. 
Hough Shade Corp 
Howard, Summer, W, B 
Howell Mfg. Co., The 
Hutti¢g Sash & Door Co 


Ideal Co 
Ideal Hanger Co 


Insulite Div. Minnesota & 
Ontario Paper Co 


Isreal, J. Chris 


J 


Johns-Manville, Ine 
Johnson & Co., Ine., A. J 
Johnson Lumber Co., C, D 
Roy ( 

Arthur S 


Joiner Co., 


Jones, 


K 


Keasby « Mattison Co, 
Kemp, S. H 

Keystone Wire Cloth Co 
King Chemical Co. 


Kochton Plywood & Veneer 
Co Ine 


L 


Lang, H. Carleton 
Libbey-Owens-Ford Glass Co 
Lifetime Industries, Inc 





69 


50 
14 
54 
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Lone Star Cement Corp S 
i Longleaf Lumber Co., Inc 70 
i Louv-r-Pak Co 66 S & S Sales Co 
| Lowe Brothers Company . SandersCederlof & Associate 0 
; 4 Loxcreen Co 72 Seidel Mfg. Co i 
Ludman Corporation ° Selinger, Eliot R 72 
Sellers, Jack L. 18 
Slide-Master Glass Door & 
M Window Co 
Smith, J, Paul 1b 
McC} ' F Smith Lumber Co., Ralph L 60 
ot » og vee te J Southern Building Supplies 
icKnight Co Southern Heather Stone Sales 
McQueen, R. B 60 Corp. 
Majestic Company, In 4 Southern Metal Products Corp 61 
Mann and Co., J. 1 . Southern Sash Sales & 
March, Ine., EB. I * Supply Co. 15 
Marsh Wall Products, Ine 65 Southern States Iron Roofing 
Masonite Corporation ° ( is ore ae roducts 
. “ESE Southern States Iron Roofing 
Mengel Co Third Cover Co. (Perma Products) * 
Metal Trims, Inc ‘ re Southern States Iron Rooting HT a r i 0 r 
Midwestern Sales Co 76 Co, (Building Materials 21 
Monarch Metal Weatherstrip Stair. James A. th 
Corp * Stovall, W. H. , 
Morris, J. I © 0 r m a S 
Muller Machinery Co 72 \ 
Murphy, D. 1 23 T 
Murray (Co. of Texas, Inc * i 
Murray, I., F S 
’ farter, Webster & Johnson, Inc il Ey SIMPLE, EASY FABRICATION 
Tennessee Coal, Iron & Railroad aE 
N Div. U, 8, Steel Corp Channels, inserts, handles, corner ” | 
Ganon ‘con sap a. plates are engineered for utmost es 
| Ldabngatar ap . simplicity Every part fits easily, 
Nachlas, Otto 58 Friangle Mfg. Co economically, simply. Full cut sheets r \ 
ations ~<a P 4 Trinity Div. General : 
{ National Busine s Publication ° Portland Cont Co " and diagrams eliminate any possible 
National Fund for Medical nr ; g \ 
Education . lri-State Building Service ‘ error. 
National Guard Products, Inc + Turner & Seymour Mfg. Co ' EY 
i KC rurpentine & Rosin Factors, In« 
National Lock Co ed i : ’ : MINIMUM INVENTORY 
National Woodworks . rwin-Tilt Truck Company 
New Castle Products, Ine ‘ Less than $500 puts you in business! 
New York Wire Cloth Co 59 
paden sci ae EF no costiy machinery 
Valco Aluminum Windows 15 
r@) United States Gypsum Company * For a smal! cost Vulcan furnishes saws, 
t s pirwore Corp , jigs, punch dies. Tools, other then 
(Industrial Adhesive Div.) . +e 
O'Callaghan, W. 1 4 U. S. Plywood Corp 14 & 25 —, w off saw, cost oe 2 
et Se > . . . ' r company representative 
Oconee Clay Prod, Co. ® United States Steel ¢ orp., - P y P Full line af hardware 


Coal Chemicals Division . will personally help you set up an and tools available 


One-Der Frame Corporation J 
efficient shor 





Orangeburg Manufacturing United States Steel Corp., Tenn 
Co. Ine e Coal, Iron & Railroad Div e " 
Cain Lanter Cs , Utler, Ine., Withers Clap 100°/, CUSTOMER SATISFACTION 
ourke James 
Owens farniag Pikardice Corp. .. * Durable .064 heavy gauge aluminum construction 


V and superior engineering assure complete satisfac- 
tion. Vulco Superior Storm Sashes are trouble-free, 
eliminate expensive call-backs, 

Let one of our company representatives 


‘acifie Lumber C 
Pack River Sales Co % give you the whole profit story now! 


WegmeeGoutert Futst & = VU L C A N M ETAL P RO D U CTS 


p Vento Steel Prod. Corp ° 
Vulean Metal Products 75 





Penn-Dixie Cement Corporation e Wagner Mfg. Co id 

Perma Products Co. 7 Ware Laboratories, 2801 - 6th Avenue, South Birmingham, Ala. 
Pitt, C. W . Inc, Fourth Cover A leader in the industry since 1945 
Plastergon Wall Board Co . Warren, Robert K Second Cover 

Plexolite Distributing Co * West Coast Lumbermen's Asso 4, 4 4 MAIL TO DAY $ ¢ $ 
Proctor & Co., BE. W 53. 62. 76 Western Lock Co ‘ 

Pullman Mfg. Corp * Western Pine Asso 7 


‘ To: VULCAN METAL PRODUCTS 
2801 6th Avenue, Seuth 


Weyerhauser Sales Co 








Whitton, R. B. L . 

Wright Co., L. K 18, 72 Birmingham, Alabame 
R Please send catalog and further information about 

Vulcan Superior Storm Seth. No obligation, 

Red Cedar Shingle Bureau - y 
Reynolds Metal Company, The * NAME _ 
Ridge Door Co 62 Yauger & Co., Jack . ADORESS eae 
Rosboro Lumber Co 5 
RK. 0. W. Distributors 28 CITY STATE 
Ruberoid Company * Z 
Rudiger-Lang Co 4 $ $ 4 $ $ $ 53 $ $ $ 
Ryan Sales Corp e Zegers, Inc 50 
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They will appreciate 
your suggestion of ... 


Trinity White 


The mass of dazzling white or the truer colors and tints made with Trinity 





white cement gives distinetion to any strueture—large or small, 
Recommend and supply Trinity white. It will be appreciated S. 


and remembered by all concerned with that building. Pegg 


Sn T - 
A Product of GENERAL PORTLAND CEMENT CO. saline *25ceguan 
Chicago « Dallas « Chattanooga « Tampa « Los Angeles ¥ 


ling, A a 
~ SA vyy.s te 
oo ~ ain or e 








YY 
ra Write for New Price List and Catalog 


METAL TRIMS, INC. 
P. 0. Box 1072 . YOUNGSTOWN 1, OHIO _ Ss 


P. 0. Box 632 JACKSON, MISS. 
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is behind 
oors? 





I; they're Mengel Doors, your worries are over. 
Every Menge! Door is built to meet or exceed the 
most rigid specifications — is guaranteed in accord- 
ance with the Warranty of the National Wood- 
work Manufacturers Association — is backed by 
Mengel’s long years of experience and “know-how” 
in the manufacture of doors, Mengel is the world's 
largest manufacturer of hardwood products 

including Mengel Permanized Furniture and 


Mengel Kitchen Cabinets. 


These fine, euaranteed doots are available in 
three different types, for every kind of job 
“Palace or Project’. Each is an outstanding value, 
and is competitively priced, Write for complete 


informatio AIA File No, 19-E-1, 








Door De partment 


THE MENGEL company 


Louisville 1, Kentucky 





= 
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a full line -- regional 
warehousing -}- proven 
value == more profits vi: 


WARE ALUMINUM WINDOWS 


Here's the combination you've been looking for—a 
full line of quality ALUMINUM windows from a 
single, dependable source — prompt delivery from 
regional warehouses in NEWARK, ATLANTA, 
CHICAGO, and HOUSTON which provide overnight 
service to most cities—proven in thousands of 
installations from coast to coast! 


Backed by a powerful national advertising 
program and plenty of sales aids. Get the 
profit-building facts today. Write Dept. $681 








On nenienaarnee a 


rei: 


* ~ 
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Ware Laboratories, Inc., 3700 N.W. 25th St., Miami, Florida 
MEMBER OF THE ALUMINUM WINDOW MANUFACTURERS ASSOCIATION 





